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New ARISTO-MAT 
Display Merchandiser 


WILL TRIPLE YOUR PROFITS 






Ree OS eH0 oy ~ . 

\ Guaranieed by ™ 
Good Housekeeping J 
nd ae 


FREE TRIPLE PROFIT 

PD-1 MERCHANDISER 

With the No. 1951 Assortment which contains the 17 
inch by 19 inch size only. 


YOUR | FAIR TRADE | YOUR Fair irade prices, 
COST |RETAIL PRICE/PROFIT = Chrome Quzen $2.69 


1/3 doz. 401 Floral Queen $5.28 $7.92 |$2.64 Floral Queen $1.98 
TL. La a lao he Candy Stripe $1.19 
1/3 doz. 1010 Candy Stripe 3.17) 4.76 | 1.59 Setels otha : 
1/3 doz. 1030 Chrome Queen 7.17} 10.76 3.59 states west of the 


$15.62) $23.44 |$7.82 Rockies 


PHOENIX TABLE MAT COMPANY 


1315 West Congress Street e Chicago, Illinois 
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You can sell the Wooster De Luxe 
Roll-On Painter with complete assur- 









ance that its amazing new top-quality 
mohair cover applies a// paint products. 





Gives excellent results with primers, 


ALSO AVAILABLE .. . to give you 
a complete line of Roll-On Painters 
for every price range, every purpose! 


DYNEL MODEL. Economy-priced 
all-purpose model for oil, water 
and rubber-base paints. 


LAMB’S-WOOL MODEL. Medium- 
priced model with improved 
lamb's-wool cover for oil, water 
and rubber-base paints. 


4/2, 7” and 9” widths in all models, 
supplied individually or in combination. 
Replacement covers available for all 
models in all sizes. 


THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO 


oil, water and rubber-base paints—yes, 
even enamels! 

Sell it, too, with Wooster’s guarantee that 
the new one-piece nylon bearing-end caps will 
provide smooth roller action always or be 
replaced free of charge. 

Contact your distributor or write direct for 
name and address of the Wooster distributor near- 
est you. Order your stock of Wooster De Luxe 
Roll-On Painters today! 
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SINCE 1851 











PAINTS QUl-On SMOOTHER, FASTER, EASIER WITH A WOOSTER 
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says O. H. PETERS, Pres. 
H. L. PETERS, INC. 
Buffalo, N. Y. 


“T’ve seen it happen in my store 
time after time. Women will usually 
want to see half a dozen different 
kinds of whatever they’re shopping 
for except when it comes to buying 
extra security for their homes. 
Then they’ll ask for a YALE night- 
latch—just like that. It seems that 
even the people who don’t know 
much about hardware know that 
any YALE lock gives more security 
for the money.” 


THE POPULAR 
YALE NIGHTLATCH #040 


Here’s a best-seller in the out- 
standing YALE line of auxiliary 
locks. It’s long on the YALE secur- 
ity features that help you make 
sales, and its all-around quality— 
as with any YALE lock—needs no 
selling. Ask your distributor’s 
salesman about the complete 
profit story on YALE auxiliary 
locks! The Yale & Towne Manu- 
facturing Co., Dept. S-1012, 
Stamford, Conn. (In Canada, St. 
Catharines, Ont.) 


YALE IS A REG. T.M. 


YALE & TOWNE 
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“A Nicholson File for Every Purpose” is the | 
caption over which this cartoon appeared in one of a Pp 
series of advertisements in The Saturday Evening Post. 
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The right teeth 
make a big be 
difference 





Wil 


Enlarged ‘‘horizon’' (cross 
section) of the teeth of a typical 
Nicholson file. 


Proper design, even height, uniform sharpness 
and correct hardening of teeth are tremen- 
dously important in lengthening the life and L. H 
increasing the efficiency of files. Such qualities 
become even more significant as preparation 
for the national defense calls for steel conser- 
vations and maximum tool wear. 


How to select, use and care for 
The right file for the job 


is interestingly described 


with words and pictures in . 

Ni =a I Nicholson products meet that call because 

Nicholson’s famous 48-page = ‘ f 
book, “Fite Firosopny.” they last longer. Nicholson has always given 

FREE... send for as many uppermost thought to the designing, cutting 


copies as you need for judi- 


c ( and heat-treating of the myriads of tiny teeth 
cious placing among your 3 


which are the vital “business ends” of one of 








sales force. sae ie, SU 

the nation’s most indispensable hand tools. a 

Thus, it can be said that Nicholson and rp 

Black Diamond files “‘speak through their . 

teeth.” And what they say is, “Twelve perfect an 

files in every dozen.”” When you handle such mer- wun, 

chandise, you do so proudly—and profitably. a, 

; ; me e ; ; Har 
A FILE FOR EVERY PURPOSE For the right assortment for your trading area, Hard 
consult your wholesaler. porte 
7 man,’ 
oet%o NICHOLSON FILE CO. » 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND — 
sas ’ . ‘ ware, 





U.S.A. ( In Canada, Port Hope, Ont.) 
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If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUT A 
FULL LINE OF WELDED AND WELDLESS...THAT’S THE 


MERICAN GHAIN LINE 


@ With the AMERICAN CHAIN ''Sales-Maker” 
and “"ACCO-PAKS” you can set up a modern, 
profitable chain department in a small space. 
The display above shows 18 sizes and types of 
chain which can be cut to desired length. It also 
includes bagged TENSO TIE-OUT CHAINS and 
UTILITY TOWING CHAINS. There is even an 
ACCO DOG CHAIN ASSEMBLY hanging on the 
Sales-Maker next to the customer. FREE... 


You'll sell plenty of chain if you get it out BUT GOOD 

: sale 3 Good fi d old 
where your customers can see it... pick it up baie an yd nent oye fon 
feel its strength. Chain sells all year, especially and old store owners. 
at this season. Check your stock. Call your “Fingertip Facts 
AMERICAN CHAIN distributor today. Set up neeaeciemmeee 


an attractive display. You’ll get chain business. Write —. 


‘‘The best thing of its 
kind ever published "’ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Support Herlong Law, Say Trade Leaders, Or 
Distributive Trades Will Be Slowly Strangled 


The vital importance of maintaining the use of historic percentage mark-ups, as pro- 
vided by the present Herlong amendment, is stressed in letters received by HARDWARE AGE 


from hardware trade leaders. 


The letters are largely in response to the publication in this column of a letter from 
Mr. Wm. Geo. Steltz, Philadelphia wholesaler (see HA, Nov. 29, page 7), which outlined 
the fact that many people in Washington are proposing, because of ignorance of the facts, 
changes in the present Herlong amendment to require the use of frozen dollars and cents 
mark-ups in place of the present percentage mark-ups. 


HARDWARE AGE is publishing these letters herewith as a means of emphasizing the 
urgency of the need for hardware retailers and wholesalers to be alert to oppose such 
changes and by presentation of the true facts to convince their representatives in Wash- 
ington of the dangers inherent in changing the traditional mark-up procedure. 


If the viewpoint of such people as Sen. Blair Moody (see HA, Nov. 29, page 7) pre- 
vail in the next session of Congress, hardware retailers and wholesalers, and all distributive 
organizations, will find their buSinesses being slowly strangled to death by frozen dollar 


and cents mark-ups. 


It is imperative that your representatives in Washington be made to realize the folly 
and the danger inherent in Sen. Moody’s opinions. Write to your representative and send 
us a copy. Or write us directly. We will arrange to have all the viewpoints of the trade 


presented to Congress when it convenes. 


Are you going to sit back and hope that “George” will fight the crackpots and inex- 
perienced “experts” that threaten to squeeze you out of business? 


Or are you willing to stand up and defend your own future? 


Read these letters and you'll see why this is a serious problem facing the entire dis- 


tributive industry. 


e Facts Cannot Be Ignored 
—by William P. Tracy 
Dear Editor: 

Your editorial comments, together with the let- 
ter on page 7 of the Nov. 29th issue, are interesting 
and enlightening, but you are especially to be com- 
mended for urging all merchants to express their 
views regarding the opposition of some Washing- 
ton officials to the Herlong Amendment. 

The Herlong Amendment is sound and shows 
a grasp of distributing fundamentals. However, 
Senator Moody has brushed aside certain facts 
which cannot be ignored. He does not take into 
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account the fact that it will require twice as much 
capital to carry the same inventories and that 
cost of doing business bears a definite relation to 
sales; fixed charges, such as rent, utilities, etc., 
as well as controllable expenses, wages, etc., his- 
torically have increased as sales increase, 

He has swept aside a problem facing both re- 
tailers and wholesalers in the new 1951 Tax Law, 
which provides that in 1952, 70 pct of Corporation 
Income Tax must be paid by June 15th. 

Consider for a moment what effect this will have 
on a retailer who has enjoyed good sales in 1951, 
with a reasonable taxable income. Should his 
business suffer a material decline in the first half 


_ 
é 





of 1952 he may be faced with considerable difficulty 
in raising the cash to pay for income taxes, and in 
1953 he will be faced with the problem of raising 
cash to pay for 80 pct of his income tax by June 
15th, and in 1954 he must pay for 90 pct in the 
first six months. 

One of these days we are going to find that our 
production has caught up with demand, and if 
we still have a free, competitive system operating 
at that time, manufacturers’ prices will start to 
come down, competition will force an operator to 
meet lower prices, and if the dealer or wholesaler 
has not been able to set up a “cushion” against 
such a decline, he can quickly find himself in an 
embarrassing financial condition. 

With the tax burden that we are all operating 
under now, there is little likelihood of any re- 
tailer or wholesaler being able to retain in his 
business more earnings than will be necessary to 
cover prudent operating reserves. 

With more and more capital invested in inven- 
tories and accounts receivable, due to greatly in- 
creased prices of merchandise, it is going to be 
difficult for every operator to obtain ready cash 
to meet the heavier schedule of income tax pay- 
ments. 

A reduction of gross margin, as suggested by 
Senator Moody, will not produce enough cash to 
pay taxes, increased overhead expenses, and higher 
costs of goods to replace merchandise sold. 

William P. Tracy, President 
The Tracy-Wells Co., 
Columbus, Ohio 


© Question for Experts 
—by Ben A. French 
Dear Editor: 

With reference to Senator Moody’s comments 
on the Herlong Amendment, will you please tell 
me just what this “expert” would do in case the 
$100 item dropped in cost to $50? Could we still 
add $30 mark-up? Or does he now want to go 
to 30 pct? 

Ben. A. French 
August F. Huge & Son, Inc. 
Houston, Texas 


© Sound and Workable 
by Charles L. Wheeler 
Dear Editor: 

We were very interested in reading the Nov. 
29th issue of HARDWARE AGE, particularly the let- 
ter written by Wm. Geo. Steltz, commenting on 
the Herlong Amendment. 

We fully concur in the statements made by Mr. 
Steltz because it is not only serious, but absolutely 
disastrous to the wholesale and retail industry if 
regulations are passed to merely continue the 
dollar mark-up on merchandise regardless of the 
advance in selling price. 

It is our sincere belief that the only way to han- 


dle this question of wholesalers’ and retailers’ 
mark-up is to use the traditional mark-up which 
has proved, through many years of experience, to 
be sound and workable. 

Those men who would insist on the dollar value 
of a new cost being used at all levels of distribution 
certainly would not be satisfied to have that same 
rule apply when prices decline. 

Wholesalers’ and retailers’ costs are affected by 
every conceivable factor in the whole distribution 
field, starting with transportation costs, wages, 
communication costs, clerical costs and advanced 
cost in every article and service used in the busi- 
ness. 

It is our contention that the public benefits 
when a time proven formula, such as traditional 
percentage mark-up, is used because it fluctuates 
with the market and compensates the wholesaler 
and retailer in direct proportion to his operating 
costs and it does not increase his profits in any 
way like the examples used by Sen. Blair Moody. 

Only by keeping all segments of distribution 
operating on a healthy and profitable basis can we 
hope to provide the taxes with which to pay for 
the present terrifically high cost of government. 

Charles L. Wheeler, President 
The Salt Lake Hardware Co. 
Salt Lake City 10, Utah 


e Facing a Grave Danger 
—by J. S. Stiles 


Dear Editor: 

I was very much interested in the letter from 
Mr. Wm. George Steltz which you published in the 
issue of Nov. 29th in the “Just Among Ourselves” 
column. 

Mr. Steltz very ably states the situation with 
which we are faced and the grave danger facing 
the distribution trades because of the erroneous 
ideas regarding the wholesale and retail business 
which are held by many members of Congress. 

I feel you are doing a real service to your read- 
ers by printing letters such as that of Mr. Steltz. 
Keep up the good work! 

J. S. Stiles, Executive Vice President 
Morley-Murphy Co. 
Green Bay, Wis. 


© |mpervious to Sound Doctrine 
—by W. F. Kennedy 
Dear Editor: 

Noting in your “Just Among Ourselves” column 
of Nov. 29th the letter of Mr. Wm. Geo. Steltz to 
Sen. Blair Moody, as well as your timely comment 
on it, prompted us to write directly to Sen. Moody. 

(Continued on page 80) 





Bull Trocar Experts 


(See page 81) 
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wee w MERCHANDISER 


$545 * 





) DEMONSTRATOR 
MOUNT 


and Mounting of 


Latches 








This colorful, visual display attracts store traffic, 
invites demonstration and creates sales. Put it 
to work right away! It’s compact, pays its way 
handsomely for the small space required. Con- 








tains popular, year ‘round standard merchan- 
. eer 
ment is so very small. ORDER NOW! Use 
the convenient order blank below if you wish. 
Ordering additional latches for stock is optional. 


Gentlemen: 


competitively priced. And the invest- 


Vhnee Popular, Fast Sellers! 


TOP: No. 210B Gold bronze wrinkle finish case, with 21/2” 
Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. Furnished 


backset. Five disc tumbler cylinder, 


with 2 keys. A strong, dependable latch . . . fast-selling where price is of prime importance. 


CENTER: No. 264GY Smooth, lustrous, mottled gray finish case, with 27g” backset. Five pin 
“Hold-o-matic” feature holds bolt retracted when key is turned and permits com- 
2 keys. A DeLuxe Night Latch — with 


streamlined appeal and outstanding performance and lock security. 


brass cylinder. 
plete operation with use of only one hand. Furnished with 


BOTTOM: No. 218C Gold bronze wrinkle finish case, with 23” backset. Five pin tumbler 
cylinder. Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. 


Furnished with 2 keys. Popular priced latch of rugged construction that gives real protection. 


FILL OUT COUPON NOW 


INDEPENDENT LOCK CO. 
FITCHBURG, MASS. 


Please ship as soon as possible ...... ILCO Display Mount(s) No. 86MT, 





com- 


plete with one (1) each 210B, 264GY and 218C Night Latches mounted, ea. $5.45* 


OPTIONAL: 
Please include with shipment: 
..doz. No. 210B 
...doz. No. 264GY latches at $25.35 * doz. 
...doz. No. 218C 


Please bill through jobber: 
latches at $19.35 * doz. 


eee ere eee e eee eeeeaeeeeereeeeeeeee 


Address 


latches at $20.70 * doz. 








Customer's Nome 





Address 


INDEPENDENT LOCK CO. 


*All prices quoted F.O.B, Fitchburg, Mass., U.S.A, 


Fitchburg, Mass. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


OPS Shuffles Distributive Group 
To Improve Service to Dealers 


Closer attention to the retailers’ particular problems 
can be given when the government’s pricing agency 
has had time to test the results of a shakeup in its 
distribution branch. 

Formerly, that branch had one section each for cen- 
tral pricing, uniform pricing; textile, leather, and 
apparel fields; hard lines and home furnishings, and 
wholesale activities. This organization, the pricers 
found, wasn’t doing the best job for the retailer. 

Structural alterations now have been completed to 
enable officials to get closer to the businessman’s oper- 
ations. Roughly, the new arrangement includes a 
retail grouping, with a hard lines section and soft lines 
section; and a wholesale and central pricing group, 
with one section for wholesale, another for uniform 
pricing, and a third for central pricing. 

Those administering these branches and sections 
show a serious intent to help the businessman learn 
where he stands, rather than to give him a fast shuffle 
when he makes an inquiry. Pricers are expecting the 
organizational change to be followed by performance of 
more satisfactory service. 


OUTLOOK—The new retail group will ad- 
minister the small retailers’ regulation which 
has been awaited for months. Important, to 

3 the new seller, is the decision to give regional 
pricing offices more responsibility in handling 
policies affecting him. Each month the tend- 
ency grows to decentralize pricing functions 
to field facilities. 


OPS Sees Price Stabilization 
After Capehart Adjustments 


Price-setters at the federal level are taking the view 
that the coming months will be the time for the ad- 
ditional adjustment need to make the Defense Produc- 
tion Act “more workable.” They see “effective stabili- 
zation” of prices for goods and services at the end of 
this adjustment period. 

This prospect does not mean an early and complete 
leveling-off of prices for manufactured items. World 
prices for many raw materials remain higher than 
domestic prices. No way has been shown to avoid 
reflecting these higher prices in the finished product— 
if that product is to retain its high quality. 

Greater costs for materials, the Capehart amend- 
ment made clear, can be shown in higher ceiling prices 
for completed items, provided these costs were recorded 


10 


no later than July 26, 1951. Effect of the adjustments 
made in ceiling prices still hasn’t been felt in all fields, 
but, for instance, buyers of automobile accessories 
soon will note higher price tags for some articles. 
Chief Price Stabilizer DiSalle, however, isn’t sold 
on the belief that all predictions made by his agency 
need be gloomy. As regards the cost of importing 
strategic materials, for example, he says, “efforts are 
being made to work out equitable price relationships.” 
This action is part of what DiSalle calls a growing 
realization that free nations must act jointly to dis- 
tribute these items wisely if they intend to survive. 


OUTLOOK—Pricers are in a position to re- 
quire “reasonable cost absorption” for greater 
materials and labor costs occurring after July 
26. Though he hasn’t committed himself to 

F) put in another 12 months in Washington, Di- 
Salle believes the program he operates ‘‘can 
continue to develop as an integral part of the 
nation’s overall mobilization program.” 


Truman’s More Money Demands 
May Plug Tax Law's Loopholes 


Within the next few weeks (probably by January 
15th), President Truman is expected to make known 
his specific demands for new and higher federal taxes. 

Both Mr. Truman and John W. Snyder, Secretary 
of the Treasury, have thus far maintained a discreet 
silence as to the extent of their forthcoming demands 
for more federal spending money. 

However, there is no secret that a new bid for a 
still larger slice of John Q. Public’s purchasing power 
is about to be made. Mr. Truman made this clear only 
a few weeks ago in a statement issued in connection 
with his approval of the $5,000,000,000 tax bill passed 
by Congress in November. 

“T shall urge to Congress at its next session to give 
major attention to legislation improving our tax laws,” 
Mr. Truman stated at that time. 


OQUTLOOK—It is believed in some govern- 
ment circles that the White House will ask 
Congress to close some of the so-called loop- 
holes in the present tax law. The depletion 

> allowances fixed for a number of mining in- 
dustries will probably be singled out for as- 
sault by the administration. In addition, you 
can look for another request for federal with- 
holding of dividend tazes. 


(Continued on page 84) 
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SMASHING SALES RECORDS—EVERYWHERE! 


Pearl-Wick 


covered with washable quilted 


Koon 



























Self-Ventilating 
HAMPERS 





® Never has there been such 
overwhelming response to a 
hamper idea! Dealer orders 
are pouring in — consumers 
are clamoring for them: No. | #% 
wonder! PEARL- WIC $ 


this hamper so beaggay 
decorator - right fox. >. , 
bas OY : 


room, guest room, ny #. 





well as the bathig 
miss aunt de 


6 






ALL CLEAR 
INTERIOR 
a ‘ 


“= 6."_ 
a 


2 x 
er” POR; 
VS 4 
yes 


ALL CLEAR WASHABLE 
INTERIOR & EXTERIOR 
There's nothing in- © Luxurious, softly 
side — except maxi- cushioned, quilted 
mum space for laun- © Koroseal, with sat 
dry. No wooden © iny feel and sheen 
posts, no beams, no = ... stain resistant, 
bulky framework. = scuff resistant . . 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVIC 


Home Garden Barrow 


Here is a _ lightweight home 
garden barrow, featuring a seam- 
less, rolled edge tray, full-length 
supported on a tubular steel frame 
and U-braced at the front. Legs 
are bolted to the frame and cross 
braced for permanent rigidity. The 
puncture proof tire is set on a ball 
bearing disc wheel, and the long, 
upcurved handles have molded 
handle grips. The tray is green and 





the undercarriage crimson. Capac- 
ity is 3 cu. ft. heaped. Kilbourne & 
Jacobs Mfg. Co., 800 Columbus St., 
Columbus, Ohio. 


Heater Grill 


Here is a new louvered grill, the 
Electromode automatic wall-type 
bathroom heater, which carries the 
warmed air down to the floor. It 
features cast-aluminum heating ele- 
ment with no exposed hot wires or 
glowing coils, and an automatic 
safety shut-off switch prevents 
overheating. Built-in thermostat 
can be set for an operating range 
of 55 to 85 deg., or available with 
manual control. Finished in chrome 


12 


or baked-on white enamel. Capacity 
of 1320 watts and operates on 110 


L_ baal | 





” 








volts. Electromode Corp., 45 Crouch 
St., Rochester 3, N. Y. 


Torpedo Level 


Here is the new No. 319 Colum- 
bian Artistocrat torpedo level, with 
one plumb, one level and one 45 
deg. vial. Finished in highly 
polished walnut, ‘with a polished 
aluminum top plate extending the 
full length of the level, it is 9 in. 





long and thin 
carrying. 


shaped for 
Other new torpedo levels 
include: No. 309, with one plumb, 
one level and one 45 deg. vial; No. 
209, with one level and one plumb, 
and No. 109, with one level only. 


easy 


Catalog CS-951-1 gives details. 
The Columbian Vise & Mfg. Co. 
Cleveland 4, Ohio. 





New Tank Ball 


Here is the new Cop-R-Top 
“Plumbob” tank ball, a universal 
ball that fits all standard tank 
valves. It is designed to permit the 
easiest lift, insure firm seating, has 
no knobs, protrusions or rings to 
catch and retain sludge, ete., and is 
self-cleaning. The rigid, non-corro- 
sive copper top prevents buckling, 
and the rubber bottom is molded of 
one piece. Will not leak or make 





noises. Retail: 75¢ each. American 
Rubber Products Corp., 151 E. 50th 
St., New York 22, N. Y. 


Nylon Paint Brush 


A completely new nylon paint 
brush, 100 pct flagged nylon, is 
claimed to pick up, hold, carry and 
spread as much paint as high qual- 
ity pure bristle brushes. The di- 
ameter of the nylon filament has 
been ground down very fine to pro- 
duce the “flag” effect. A. G. Jacobus’ 
Sons Inc., Verona, N. J. 





Metal Traction Plates 


A device to aid winter drivers 
who become stuck in snow, ice, mud 
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in hardware merchandise... 


FOR 


or slush, is this set of two 24x6 in. 
perforated metal traction plates. 
Plates can easily be placed directly 





in front of or behind the stuck driv- 
ing wheels to give the necessary 
positive traction to free them, and 
can be attached by a cord to the 
bumper so that they can be dragged 
until safe ground is reached. Light 
and easy to clean. Available in sets 
of two under the name “Traction 
Action.” Jetron Co., 757 N. Broad- 
way, Milwaukee 2, Wis. 


Glassware Set 


Here is a new Libbey Glass gift- 
packaged glassware set, called 





Partytime, of eight 11-oz. straight- 
sided, heavy base Safedge tumblers. 
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The multi-colored ceramic decora- 
tion on each glass is a circus ring 
master and animal] act pattern. Sets 
are packaged in white linen finish, 
self-selling display carton with red 
and black imprinting. Retailing for 
about $2. Owens-Illinois Glass Co., 
Libbey Glass Div., Toledo 1. 


Rubber Stopper 

Here is the new Sweet Seal Stop- 
per, now a standard accessory in all 
Aladdin Hy-Lo and Hopalong Cas- 
sidy Vacuum Bottles, that requires 
no pressure to insert or remove. 
Made of unbreakable rubber, it is 
completely sanitary and will not ab- 
sorb odors. In use it forms a posi- 
tive seal exerting equal pressure 





around the circumference and mak- 
ing leaks impossible. Aladdin In- 
dustries, Nashville, Tenn. 


Metal Utility Table 


This new all-metal utility table, 
Model No. 810, is heavy gage steel 
finished in white, red or yellow 
baked enamel, and the tubular steei 
legs are white. Top is 16x22 in., 

(Continued on page 60) 
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Fishing Line Catalog 


The Montague 1952 catalog gives 
complete descriptive and _ illustra- 
tive material for each item in this 


@ MONTAGUE RODS @ 





line of fishing rods. Montague has 
duplicated in fiber glass, both solid 
and Holloglass, its extensive line 
of split bamboo rods. Hickory and 
cane rods are also included in this 
32-page catalog. Montague Rod & 
Reel Co., Montague City, Mass. 


Power Mower Sales Manual 


“It’s Easier to Sell with Ever- 
sharp” is the name of a 22-page 
comprehensive sales and advertis- 
ing training manual for Eversharp 
power lawn mower dealers. It tells 

(Continued on page 67) 
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Heavy Christmas Trade 
Gives Dealers Chance 
To Cut Inventories 


The annual year-end ritual of 
stock-taking will unquestionably 
reveal that dealers’ inventories are 
at the lowest point they’ve been in 
months. 

Many manufacturers have been 
proclaiming that retailers’ have 
probably been overly-cautious in 
replenishing in the face of a heavy 
Christmas trade and the threat of 
reduced production in the coming 
months. 

On the other hand some whole- 
salers have reported that ordering 
on the part of their retail accounts 
has been quite normal during re- 
cent weeks. 

In spite of all the dire predic- 
tions of forthcoming shortages, re- 
tailers in all lines of trade have 
adopted a “let’s wait and see” atti- 
tude. 

Too many dealers as well as dis- 
tributors have been digging them- 
selves out from under burdensome 
inventories during the past year 
and they’re not scaring as easily 
as they did at this time last year, 
when they were given grim fore- 
bodings of the supply picture for 
1951. 

Early reports on Christmas busi- 
ness were that while dollar volume 
of trade was higher than it was 
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» Retail Sales Setting Record 


» Hardware Jobbers' Sales Higher 
P Little Rise in Instalment Credit 


last year, the physical volume of 
goods moved may not be much 
greater—if at all—than was sold 
during 1950. 

While it’s likely that limited 
shortages may develop on some 
lines which require scarce metals, 
particularly copper and aluminum, 
it is doubted whether a real dearth 
of such goods could develop in the 


near future unless, of course, a full 
scale shooting war should start. 

Since the materials picture is 
governed by governmental direc- 
tive, the material supply channeis 
can be filled almost at will by the 
defense planners in Washington. 
In an election year it is certain that 
they will give more heed to con- 
sumer wants. 


Several Bills to Bolster Fair Trade 
Will Be Studied at Congressional Hearings 


Fair Trade will be seen in the 
headlines even more during the 
next few months ‘than it has in the 
past, with two Congressional com- 
mittees scheduling public hearing 
on pending legislation for early 
January. 

Consumer trades have been oper- 
ating in a vacuum, insofar as Fair 
Trade is concerned, ever since the 
U. S. Supreme Court declared that 
the Miller-Tydings Act did not 
specifically make non-signers abide 
by the same rules as signers in 
inter-state commerce, in the now 
famous Schwegmann case. 

Subsequently, fair trade sup- 
porters lost another round in the 
never-ending struggle when a Fed- 
eral Circuit Court of Appeals in 
Philadelphia handed down an ad- 
verse decision in the case of Sun- 
beam Corp. versus S. A. Wentling, 
a Philadelphia mail order house. 


The effect of this decision was that 
a state fair trade law was also in- 
effective in intra-state commerce 
against a non-signer. 

This court held, in the light of 
the Schwegmann decision, that 
Wentling, a non-signer, under the 
Pennsylvania Fair Trade law, could 
not be compelled to sell at the mini- 
mum prices set by Fair Trading 
manufacturers on business trans- 
acted entirely within the state in 
which it exists, even though the 
merchandise in question was in- 
volved in interstate commerce. 

It appears that success for any 
pending Fair Trade legislation will 
depend largely upon the political 
atmosphere of Congress at the com- 
ing term. 

The American Fair Trade Coun- 
cil has announced a proposed bill, 
that is presently without a Con- 

(Continued on page 86) 
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Turn this around 
/./.for bigger business! 


Here’s a profitable idea to turn around 
in your mind. 

Many of the smaller items you deal in 
can build your business in bigger ones. 

For example, the stove bolt shown. Stock 
the finest made .. . RB&W ... as well as 
other RB&W bolts, nuts, rivets and screws. 
These “bread-and-butter” items make sat- 
isfied customers that keep coming back to 
your store .. . build traffic for everything 
you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consum- 
ing re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show 
in a jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


106 Years Making Strong 
the Things That Make America Strong 


THE COMPLETE 








QUALITY LINE 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadephia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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campaign ever put behind play ponds 
~2L,000000 sales impacts 


HE first practical play pond ever 

made—Koroseal by B. F. Goodrich 
—is still the most popular and will stay 
that way. Next year 27,000,000 strong 
sales-making advertising messages 
will make the Koroseal play pond 
even better known and easier to sell. 


Big full-color advertisements in Life 
and Saturday Evening Post will spear- 
head this tremendous advertising drive. 
Display, talk, advertise Koroseal play 
ponds in your own store and you will 
make this big national campaign work 
for you in your own community. 


New Product Features 


Always the most colorful and easy- 
to-use play pond, the Koroseal 1952 
model will be even more attractive. 
The popular, cheerful yellow will con- 
tinue but now colorful marine designs, 
selected by an expert in childrens’ 
preferences, will be printed completely 
around the sides. 


Easy to carry, easy to fill, easy to 
empty, completely safe—the Koroseal 


play pond is already the favorite of 


parents. Now millions more will hear 
about it, see it advertised. Let them 
see it in your store and you'll make 
new highs in play pond profits. The 


B. F. Goodrich Company, Akron, O. 


KOROSEAL PLAY PONDS 


3 POPULAR SIZES 


Genuine Koroseal play ponds come in the 


three most wanted —easiest-to-sell sizes. 


7 feet across —Retail $19.95 
7O inches across —Retail $14.95 


55 inches across — Retail $ 9.95 


All are marked B. F. Goodrich Koroseal. 
Point out this famous best-known label 
to your customers and you'll find sales and 


profits go up. 


oroseal— Trade Mark—Reg. U.S. Pat. Off. 


BEGoodrich Xocaseal Plans Pond 
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Now! See More Lines... 
More Sources of Supply .. . 


Make More New Contacts. . . 
All in one buying trip to Chicago 


NATIONAL HOUSEWARES EXHIBIT 
NAVY PIER plus 


UNIVERSITY OF ILLINOIS 


DRILL HALL 


CHICAGO 








A record demand for space has made it physically MORE THAN 600 EXHIBITORS 
impossible to accommodate at Navy Pier all the 

manufacturers who applied for space in the AND THOUSANDS OF LINES 
Chicago 1952 National Housewares and Home 
Appliance Exhibit. 














We have been extremely fortunate, however, 
in securing additional exhibit space in the Drill 
Hall located only 200 feet from Navy Pier proper. 
This has enabled us to take care of more than 
100 additional manufacturers. 


To you this additional space means new 17-24 
products, new sources of supply and many im- 7 


portant new contacts. It will pay you dividends 
in many ways to make certain that you do not ] 5? 
miss any of the exhibits in the two buildings. 


(Exhibit not open 
Sunday, Jan. 20) 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 


1140 Merchandise Mart, Chicago 54, Illinois 
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Inventory Takin 


Inventory taking is a disagreeable but very 
important phase of hardware store operations. 
Careful advance planning of inventory taking 
procedures can reduce time and costs involved 
and assures greater accuracy. Here is how 
three dealers plan for the inventory season 


An accurate inventory is extremely valuable in planning future 
operations, as well as for compiling profit and loss statements and for 
tax purposes. 

While inventory taking is generally looked upon as a disagreeable 
task, careful advance planning of procedures can reduce the time and 
costs involved in taking stock and will assure more accurate reports. 
Poor planning can lead to errors and take execessive time. 

When it comes to taking inventory it makes little difference whether 
you operate on a fiscal or calendar year. You still need accuracy and 
completeness in the finished report. 

Only that merchandise which is owned by your firm and held for 
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sale should be listed. Any merchan- 
dise in your premises that belongs 
to customers or which has been sold 
to a customer to whom it has not 
been delivered should be omitted 
from your inventory. Merchandise 
you have on consignment should not 
be listed as part of your inventory. 

An accurate inventory is needed 
to permit you to calculate your op- 
erating and net profit figures. To 
arrive at accurate operating and 
net profit figures it is necessary to 
have a true inventory at the begin- 
ning and end of each year—whether 





on a fiscal or calendar year basis. 

When an auditor goes over an 
inventory, he verifies it to satisfy 
himself that: (1) It is an accurate 
statement of the value of all mer- 
chandise in stock; (2) all of it is 
owned by his client; (3) that all 
groups of merchandise are accu- 
rately valued; and (4) properly 
calculated. 

Auditors further require that in- 
ventory records be signed by the 
persons who listed the items, made 
calculations and determined inven- 
tory prices. An auditor asks and a 


Taking inventory at 


Everybody works on inventory 
in the two Patterson Bros. stores 
in New York City. 

David Stagg, Jr., president, and 
Joseph George, merchandise man- 
ager, act as floor supervisors at the 
main store. 

Inventory taking at the branch 
is supervised by James Stagg, Jr., 
manager of that unit. Arthur Wells, 
vice president and treasurer of the 


Us 116 117 








store owner or manager should in- 
quire, when checking inventory, as 
to whether quantities are reason- 
able and normal and whether obso- 
lete, damaged or otherwise unsala- 
ble goods are listed. If such in- 
quiries are neglected your inventory 
could be not a true picture of your 
operations. An auditor also checks 
into the rate of turnover. 

The following examples serve to 
illustrate the various ways in which 
advance planning aids in speeding 
up inventory taking and in provid- 
ing accurate data. 








Patterson Bros., New York 








firm, mans the control desk or nerve 
center of the operation at the Park 
Row store. Considerable advance 
planning makes inventory time a 
smoothly operating task. 

The branch store staff confines 
its efforts to that unit and, when 
necessary, calls upon the main store 
for additional inventory teams. 

Says Mr. Wells, ‘““My reason for 
taking physical inventory, although 


218 219 220 221 222 


we have a stock control system, is 
so that we may know the true dol- 
lar value of our stocks on hand and 
thus know what we’ve got and not 
what we are supposed to have. For 
control purposes our branch store 
inventory is at retail prices. We 
figure our control on retail prices, 
but use cost price to determine ac- 
tual gross profit. For our main 
store self service staples depart- 


223 224 225 
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Fig. | shows chart, with numbered fixtures, over which the contro! desk places a tissue to mark progress of inventory 

in that section. An X drawn over a section means it has been assigned, when the X has been encircled this indicates 

that it has been inventoried. When the circle has been blackened in this shows that inventory for that fixture has 
been checked. At the control*desk Mr. Wells can tell at a glance how far inventory work has progressed. 
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ment (nuts, bolts, rivets, screws and 
other fasteners) we estimate the 
totals of any items in display con- 
tainers. Stock in the reserve draw- 
ers for that department is actually 
counted.” 

Although Patterson Bros. oper- 
ate on a calendar year basis, the 
actual days for inventory taking 


Fig. 3 is a sample of 
an inventory control 
sheet. It lists page 
number, fixture num- 
bers and inventory 
teams assigned those 
pages and fixtures. 
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vary depending upon the day of 
the week upon which New Year’s 
Day falls. As much of the inven- 
tory taking as possible is done over 
the week-end, with the two stores 
closing at 1.30 or 2.00 p.m. on the 
selected Saturday. 

At one time it had been a com- 
pany policy to close at noon of a 


Team 





/ 


Thursday and work through Satur- 
day on the end-of-the-year inven- 
tory. This caused considerable cus- 
tomer complaint and was found to 
be generally impractical. Although 
Sunday operation at double time is 
expensive the cost is outweighed by 
the resultant customer satisfaction. 

About Dec. 1 of each year floor 





plans of the two stores, their stock- 
rooms and basements are covered 
with tissue paper. On the tissue 
Mr. Wells later keeps track of the 
progress of inventory in each sec- 
tion. 

At the same time inventory teams 
—a writer and a caller—are named. 
The personnel of the inventory 
teams is selected with thought as 
to the product knowledge of the 
person chosen as a caller. Also some 
thought is given when assigning a 
writer to a team to his ability to 
get along with his team mate. 

Each display unit and storage 
bin in both stores is given a num- 
ber, that designation being lettered 
on a sticker prominently attached 
to each section. Fixtures on the 
main floor of the store are desig- 
nated from No. 1 and upward, plus 
the letter H to indicate Hardware 
Floor. These numbers are shown 
on the floor plan for that showroom 
or stockroom. Illustrated (Fig. 1) 
is the 1950 inventory plan for the 
small tools stockroom at 15 Park 
Row. Numbers 200 through 280 


were assigned to that room for in-. 


ventory taking purposes. 

At the control desk Mr. Wells 
gives the assignments for the com- 
pany. Sheets are serially numbered 
starting with the first available 
number not used the previous year. 
They are given out in small quan- 
tities at a time to each team, with 
a record made as to the numbers 
of each of the sheets distributed 
(Fig. 3) and to which team they 
were given. As an aid to neatness 
and legibility only one side of each 
inventory page is printed. 

Each page has space for page 
number, fixture and sheet number 
for that fixture, some units requir- 
ing more than one sheet. Space is 
also provided for inventory date, 
caller, writer, pricer, extender and 
verifier or person who checked the 
record of the inventoried unit. 
There is room for 25 entries on 
each sheet, with lines numbered 
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Fig. 4 is a specimen of one of the sheets 
on which the writer indicates that stock 
with which it is placed has been inven- 
toried. Fixture number, sheet number 
and line number are shown as well as 
the number of pieces inventoried. 





Raymond Brown, an outside salesman, is the caller and Miss Grace Helmers, office recep- 
tionist, is the writer in this team taking inventory in a storeroom. 


from 1 to 25. Space is provided for 
quantity, pricing unit, price, dis- 
count and extensions. 

The inventory page illustrated 
(Fig. 2) shows that it was for the 
hardware department (H) and that 
it was for fixture 24. The -1 indi- 
cates this to be the first sheet used 
for fixture H-24. 

As Mr. Wells assigns a fixture to 
a team he marks his control chart 
(Fig. 1) for that floor or room. An 
X marked on the tissue and over a 
fixture indicates that it has been 
assigned to a team. When the in- 
ventory team has reported the fix- 
ture completely inventoried a circle 
is drawn around the X. When the 
checkers complete their work the 
circle around the X is filled in to 
indicate this. Mr. Wells can thus 
tell at a glance how far inventory 
work has progressed for any por- 
tion of the main store. 

James Stagg, Jr., uses a like 
system for the branch store. 

In Fig. 3 is shown one of the 
control sheets. As pages are issued 
to a team Mr. Wells records them 
on the control sheet, together with 
the names of the team to which the 
fixture was assigned. Thus his rec- 
ord showed that page 1001 was 
given to the team of Gangloff and 
Benz, who used it and the next two 
pages for fixture H-1. 

Although the intensive inventory 
period is on a Saturday and Sun- 
day, several inventory teams com- 
prising outside men, order desk 
men and girls actually start on in- 
ventory on the preceding Thursday. 
Teams are comprised of whoever 





can be spared at that time to start 
in the stockrooms. At the same time 
men, not then on selling duty, are 
assigned to straightening stock on 
the selling floor. Their job is to 
see that like items are together so 
that they can be counted at one 
time and in one place. Usually the 
stockroom inventories are com- 
pleted by Saturday. 

On Saturday all of the teams go 
to work after closing of the stores 
and work until supper time. After 
supper work is continued until 8 
or 9 in the evening. Work is re- 
sumed about 10 a.m. on Sunday and 
continued until the counting is 
completed. Women employees of 
the company are usually excused 
from the Sunday inventory work. 


Each inventory team counts 
everything it finds in the sections 
assigned to it, whether the items 
belong in that or some other sec- 
tion. The count is made systemati- 
cally row by row and shelf by 
shelf. 

The caller calls to the writer the 
description of the item and the 
count which the writer enters on 
the inventory sheet. The writer for 
each team has a quantity of 3 by 
5-in. paper slips. On these he 
writes the fixture number and 
number of the page line of the in- 
ventory sheet on which he has just 
made the entry. 

A slip (Fig. 4) bearing the des- 
ignation H-24-1-1 would indicate 
that that item was in hardware de- 
partment fixture 24 and that it was 
recorded on line 1 of sheet 1 for 
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that fixture. The first figures are 
preceded by a letter to indicate the 
department. Below this a figure 
indicating the count is written—in 
this instance three units. This is 
handed to the caller who puts it 
with the merchandise. 

Different colored slips are used 
each year for indicating that stock 
has been inventoried—cherry pink 
one year, and bright green the next. 
The inventory checker goes through 
to see that there is a ticket for each 
type or size of item in each bin or 
fixture, removing the ticket as he 
does so and making spot counts. 
When he has finished this check-up 
he takes the inventory sheets cover- 
ing that fixture to the control post. 

In the metal department the dif- 
ferent items are weighed. They are 
prelisted on inventory sheets by 
size, length and shape. As the items 
are counted the weights are re- 
corded on the pre-listed sheets used 
for that section. The same type of 
colored slip system used for other 
sections is utilized. As in other de- 
partments everything must have a 
ticket with it to let the checker 
know that it has been counted and 


also listed on the inventory sheets. 

Each inventory team caller indi- 
cates which goods are shopworn 
and the writer so marks them. 
Unless merchandise is otherwise 
marked in the inventory sheets it 
is good salable merchandise. 

The very last step on Sunday is 
to place the inventory sheets in nu- 
merical order. When the control 
desk is able to account for each 
sheet the inventory teams are ex- 
cused. 

When all goods are totalled Mr. 
Wells compares the physical inven- 
tory with his book inventory and 
makes the necessary adjustments. 
The book inventory has been ar- 
rived at during the year by adding 
purchases to the opening inventory 
and deducting cost of sales on an 
estimated gross profit basis. 

When the inventory is taken after 
New Year’s Day it must be recon- 
ciled to the last business day of 
the calendar year. 

In instances where merchandise 
has been taken from the stockroom 
after it has been inventoried and is 
placed in the show rooms it is listed 
on sheets in the stockroom for those 


Taking inventory at 


sections. Insofar as possible the 
company refrains from receiving 
merchandise during the inventory 
taking days. Merchandise which 
has been sold but has not been de- 
livered to or picked up by the cus- 
tomer is not included in the inven- 
tory. 

When the accounting department 
matches bills with receiving tickets 
and finds that some merchandise 
for which bills were received prior 
to inventory was not in the com- 
pany’s possession at the time of in- 
ventory that merchandise is record- 
ed in the firm’s inventory in transit 
account. This does not affect the 
book figure for the inventory. 

When books for the new year are 
opened such merchandise in the in- 
ventory in transit account is re- 
ceived into the regular inventory 
accounts. Reconciliation is also 
made for sales made before inven- 
tory but not billed until after 
inventory. 

Following the inventory, Joseph 
George, merchandise manager, 
makes up a red tag list for close- 
outs ef shopworn goods. 








Otto Herrmann, Inc., Glendale, N. Y. 








Inventory taking at Otto Herr- 
mann, Inc., Glendale, Long Island, 
N. Y., is directed by C. B. Herr- 
mann, vice-president. Excepting 
the president, Otto Herrmann, Sr., 
all other officers and employees as- 
sist in taking and recording the 
firm’s calendar year inventory. 
Herrmann’s inventory is taken in 
four departmental classifications— 
hardware, housewares, paints and 
industrial supplies. 

As at Patterson’s teams of two— 
writer and caller—are used to take 
stock in the store and stockrooms. 
All women employees of the firm 
serve as writers. Most of the 15 
teams handling the job are men 
with writers being selected for 
their good penmanship and callers 
for their familiarity with stocks. 
For inventory purposes the store 
and stockrooms are divided into 
sections numbered from 1 to 25. 
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Mrs. Virginia Chupek 
is writer and Joseph 
Clundt, manager of 
industrial sales de- 
partment, is caller 
in this inventory 
team. The caller 
counts each item in 
these boxes. 
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Fig. Sis a sample of one of the firm's perpetual inventory cards, which not only indicate 
orders, receipts and shipments but also the name of the customer to whom the merchandise 
was sold and delivered. 


A master floor plan is used for the 
main floor display room. 
Herrmann’s take their inventory 
at retail value only, with a physical 
count also being made of those lines 
which are on a perpetual inventory 
basis. Perpetual inventory is kept 
on precision tools, cutting tools, the 
firm’s main paint line, mechanics’ 


Taking inventory 


tools, files, abrasives, taps, dies, and 
drills. When items on which per- 
petual inventory is used are found 
to be in quantities other than shown 
on the cards, corrections are indi- 
cated in red ink. Corrected figures 
are entered on the inventory sheets. 
In addition to the inventory time 
check on these items they are 


at 


counted several times a year and 
checked for accuracy of the records. 
Fig. 5 is a sample of one of the 
firm’s perpetual inventory record 
cards. 

Only that merchandise which is 
actually in the firm’s showroom or 
stockrooms is counted in the inven- 
tory. In instances where more than 
one brand of a particular item is in 
stock these are grouped together 
in one entry if of the same price 
and type. 

Standard type inventory sheets 
are used, the sheets being num- 
bered upon completion of the inven- 
tory. A 5 by 8-in. sheet of paper, 
indicating the contents of that sec- 
tion, is placed with merchandise 
that has been inventoried so that 
there will be no question as to 
whether it has been counted. 

Fully 80 pct of the firm’s inven- 
tory is taken in one day, usually a 
Sunday. As the teams go along 
in their sections they straighten out 
and dust stock. Items which are 
not in the section in which they be- 
long are promptly placed where 
they should be. Notation is made 
of shopworn merchandise and its 
location as the teams go along. 

The complete inventory record is 
made by Neal Herrmann. Following 
completion of the inventory, officers 
and department heads check the 
year’s inventory against that of 
the previous year. If stock is higher 
than it was the year before analysis 
is made to determine the reason and 
to revise buying policies for such 
merchandise. 

Throughout the year department 
heads and officers consult with each 
other as to inventories, with a 
check of end of year inventories, as 
against purchases and sales to de- 
termine whether buying of different 
classes of goods should be increased 
or lessened. Both complete inven- 
tory records and perpetual inven- 
tory cards are used in these analy- 
ses. 








John Jufer & Son, Hastings-on-Hudson, N. Y.. 





Unlike Patterson’s and Herr- 
mann’s, inventory taking at the 
hardware store of John Jufer & 
Son, Hastings-on-Hudson, N. Y., is 
done by three men working individ- 
ally. An interesting sidelight is 


24 


that all three men make an esti- 
mate before taking inventory and 
are very seldom more than several 
hundred dollars out of line in their 
advance figures. 

In effect the Jufer store is divid- 


ed into three separate businesses 
for inventory taking. Mr. Jufer 
takes inventory for one half the 
showroom and his son, George, does 
the job for the other half. The 


(Continued on page 41) 


HARDWARE AGE, DECEMBER 27, 1951 





Ex! 


The 
ware Cc 
Ala., te 
extra s 
direct « 
extra |] 
and W! 
remind 
items : 
posely | 
which 
other c 

Bill 
staff, 
week, 1 
spent — 
custom 
chase. 
bers to 
a chall 
tional | 

Ton 
import 
Mr. Bz 
custom 
waited 
and se 
custom 

Sugs 
portan 
annual 
$250,0( 
estimat 
volume 
by mer 
pressil 
other 
items 
chased 
empha 
and ot 

Mr. 
store 

two mi 

$5,000 

quarte 
goods. 

Her 


HARD’ 





1 year and 
he records. 
one of the 
ory record 


e which is 
owroom or 
the inven- 
more than 
item is in 
1 together 
ame price 


ory sheets 
ing num- 
the inven- 
of paper, 
’ that sec- 
rchandise 
d so that 
on as to 
ited. 
n’s inven- 
usually a 
go along 
ghten out 
vhich are 
1 they be- 
1d where 
is made 
- and its 
ong. 
record is 
‘ollowing 
y, Officers 
heck the 
that of 
is higher 
analysis 
ason and 
for such 


artment 
rith each 
with a 
ories, as 
s to de- 
lifferent 
ncreased 
2 inven- 
1 inven- 
e analy- 








Y. 


inesses 
Jufer 
lf the 
re, does 
The 


7, 1951 





Extra Sales Mean Extra Profits 


Emphasis on extra sales helps Alabama store do annual 
quarter million dollar volume. Firm sells extra sales idea 
at staff meetings and insists that new items be called to 
the attention of all customers 


The owners of Brooks Hard- 
ware Co. at 217 19th St., Bessemer, 
Ala., teach their employees that 
extra sales, made as a result of 
direct effort by the staff, produce 
extra profits. Milton J. Brooks 
and William H. Bacon constantly 
remind their employees that those 
items for which customers pur- 
posely go to the store are the sales 
which pay rent, advertising and 
other costs of doing business. 

Bill Bacon reminds the sales 
staff, at meetings every other 
week, that the store has already 
spent the profit on items which 
customers go to the store to pur- 
chase. He urges the staff mem- 
bers to consider each customer as 
a challenge, a challenge for addi- 
tional sales. 

To more strongly emphasize the 
importance of selling extra items, 
Mr. Bacon frequently talks to a 
customer, who has already been 
waited on by one of the salesmen 
and sells additional items to that 
customer. 

Suggested selling plays an im- 
portant role in attaining the firm’s 
annual sales volume of $225,000 to 
$250,000. The owners of the store 
estimate that 10 pct of total store 
volume is in merchandise suggested 
by members of the store staff. Ex- 
pressing this extra volume in an- 
other way, fully 25 pct of the 
items sold in the store are pur- 
chased as the result of the staff’s 
emphasis on related merchandise 
and other extra items. 

Mr. Bacon is assisted in the 
store by three saleswomen and 
two men, who by their efforts, sold 
$5,000 worth of paint in the first 
quarter of 1951—plus_ related 
goods. 

Here’s an example of what they 

(Continued on page 46) 
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The window display tells a story that appeals to the angler. Since the firm 
serves farm trade, utility equipment for farmers is given outdoor attention. 





Mrs. Florine Boswell, left, shows a customer some recently 
received merchandise in a bid for extra sales. 
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Mass displays sell 
merchandise. Don 
Carter, manager of 
sporting goods, re- 
arranges the base- 
ball glove table. 





Sports Department Grossed 
$45,000 in First Year 


Mass display in new department has skyrocketed 
sales. Texas dealer sees volume rise to $1 30,000 
in just eight years 
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When Lee Carter, owner of 
Carter Hardware Co., Odessa, 
Tex., decided to put a complete 
sporting goods department in his 
thriving hardware business, he did 
it in a big way. And it has already 
paid off to the tune of $45,000 
annual gross business. 

But that, he believes, is only a 
starter. He intends to build it up 
much in the same way he built up 
a small shelf hardware and bi- 
cycle shop, with an annual gross 
of $20,000 in 1942-43, to a busi- 
ness that now has an over-all vol- 
ume of $130,000. 

One of the keys to how he does 
it is apparent after a glance at 
his baseball glove display. He 
doesn’t merely display three or 
four gloves. He displays a table 
full. 

The gloves are removed from 
their boxes and nested in rows to 
make a mass display. Any cus- 
tomer interested in baseball gloves 
can choose exactly the one he 
wants from the display. Each 
glove is tagged with the individual 
price as well as the team price. 

When Mr. Carter decided on 
giving sporting goods a real de- 
partment, one of the first things 
he did after acquiring several 
leading sporting goods lines, was 
to give the new department plenty 
of room. He added 47 more feet 
in depth to his 95 by 50 ft. store. 

Since 1946, Mr. Carter had been 
selling an average annual volume 
of $10,000 in fishing tackle. But, 
he wanted a complete sporting 
goods department to meet the 
tastes of any sportsman or athlete 
who came to his store. He there- 
fore visited the sporting goods 
distributors and manufacturers 
and acquired a stock of baseball, 
football, basketball, and _ track 
equipment and uniforms. He also 
stocked archery, golf, tennis and 
badminton equipment The fishing 
tackle merchandise he already 
had rounded out the department 
nicely. 

Because he is interested in team 
business, Mr. Carter sponsors a 
team in the local softball league 
of 13 teams. His son, Don, who 
manages the sporting goods de- 
partment and who in May, 1950, 
became a one-third partner in the 
business, is team manager. Cost 
of sponsorship is $400 to $500 a 
year. 

“And it’s a fine investment,” 
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CARTER HARDWARE 


ODESSA, TEXAS 


PHONE 2-284! 





The postal card which Don Carter sends to school coaches in advance of calls. 


says Mr. Carter. “I like to use as 
many means as possible of making 
the name of my firm seen among 
potential buyers. The name ‘Car- 
ter Hardware’ emblazoned across 
the shirts of my team boys is one 
of the best advertisements I have.” 

Following through on his inter- 
est in team business, Mr. Carter 
has worked out with Don a method 
of calling on all schools within a 


100-mile radius of Odessa. Not 
only does Don call on coaches 
regularly during the school year, 
but he makes certain that they 
will be available to see him when 
he does call. 

He uses a specially printed 
penny postal card to call the at- 
tention of coaches to the date he 
will see them. Don has found that 
so far all the coaches have appre- 





Lee Carter, who built up a small shelf hardware and 
bicycle shop to a $130,000 business in eight years. 
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The big wrench means Carter Hardware to the public. 


This is one of the many 


ways Mr. Carter gets people to associate store with hardware and sporting goods. 


ciated the courtesy of a brief ad- 
vance notice of his visit. 

“In addition,” says Mr. Carter, 
“it gives us another opportunity to 
bring our name in print before the 
eyes of potential buyers.” 

All packages from the sporting 
goods department are fastened 
with special gummed tape which 
has imprinted on it the same trade- 
marks that are on the “advance” 
call postals which are sent to 
coaches. 

“When any of our shipments to 
school or league teams are un- 
wrapped, we have the additional 
opportunity of having somebody 
else read our name because of the 
special tape. It may be a boy on 
the team, who previously had no 
idea where the merchandise was 
purchased, or it may be another 
teacher or a school custodian,” 
Mr. Carter points out. 

Regardless of who unwraps the 
package—a potential customer or 
a regular one—he has a chance to 
be impressed again with the fact 
that sporting goods are available 
at Carter Hardware. 

“T want people to think of Car- 
ter Hardware when they think of 
sporting goods,” Mr. Carter says 
emphatically. 

That’s why this sporting goods 
department at Carter Hardware 
produces more than one-third of 
the store’s healthy volume. 

Mr. Carter has striven to make 


people think of Carter Hardware 
Company as a reflex action in still 
another way. He has incorporated 
the outline of a large end wrench 


as part of his neon sign above 
his store entrance. 

“One day,” he relates, “a man 
came in to purchase quite a siz- 
able order of builders’ hardware. 
He was from a ranch in the sur- 
rounding country and had never 
been in my store before. He told 
me that a friend of his had told 
him to be sure to go to the ‘store 
with the big wrench’ because that 
was where he could get the equip- 
ment he needed.” 

Mr. Carter, who was an oil field 
driller for 27 years before he went 
into business for the first time in 
his life in 1942, sums up his opera- 
tion this way: 

“IT stock complete lines. I give 
my merchandise plenty of space 
and put it out attractively where 
people can see it. And then I try 
to make my firm’s name mean 
something to the buying public. 

“In addition, I make it my busi- 
ness to know every customer by 
name. It makes people feel good 
when you address them directly. 

“And that motto, ‘Courtesy 
Costs Us Nothing.’ We mean it. 
Anybody who comes in to Carter 
Hardware gets the same careful 
attention whether the purchase is 
a bolt or a $50 bicycle.” 
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Because the location of the five Wolff, Kubly & Hirsig's stores and shops in Madison, Wis., 
may confuse the residents of that city, the firm has issued a map to help its customers. 
Printed on white stock, 4/4 by 5!/2 in. the map shows location of the firm's two complete 
hardware stores, service building, record and appliance store and metal and heating 
store and shop. Hotel, parking lot, business building, theatre and bus terminal locations 


are also shown. 


Many customers carry these maps in their wallets for constant reference, 


thus giving the maps good advertising value. 
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Much merchandise 
is bought on im- 
pulse from the 
shelves on the outer 
side of a U-shaped 
counter, two sides 
of which show here. 


Sales Gain 25% From 


| Diversification 


Three words — diversification, 
modernization and departmentali- 
zation—explain the steady growth 
in sales which has been experi- 
enced in the past seven years by 
the North Grove Lumber Co., lo- 
cated on the northern limits of 
Seattle. 

Modernization is credited with 
a 25 pet increase in physical vol- 
ume of paint and hardware sold 
since April, 1950. 

Until 1944, the business was 
primarily in lumber and building 
materials, but when A. H. Hunne- 


HARDWARE AGE, DECEMBER 27, 1951 








| Departmentalization 


Former lumber business of Seattle experienced 


a 25% volume increase in sales in past year 


since improvement of suburban store. 


well, one of the employees, ac- 
quired ownership, he decided that 
he would operate a complete 
builders store that would provide 
much of a home’s equipment as 
well as the materials used in mak- 
ing a house. 

Lines were extended to include 
hardware, paints, appliances, wir- 


ing, plumbing, builders’ hardware, 
garden supplies and tools. 

The management of this store 
operates on the theory that a man 
building, or moving into a new 
home, prefers to get all his mate- 
rials and equipment from one 
source, for the sake of conve- 
nience. Especially when buying 
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A great variety of gardening necessities is displayed seasonally 
on an ex-ping pong table, just inside the front door. 


on credit, a new householder likes 
to get everything on one account. 
From the point of view of the 
dealer, diversification enables him 
to attract more customers to his 
store, and also serves to increase 
the amount of individual sales, in 
the opinion of Mr. Hunnewell. 


c 


North Grove Lumber specifi- 
cally encourages the business of 
the individual who is building his 
own home and tries to provide a 
complete information service on 
all phases home building and 
hand crafts. All kinds of manu- 
facturers’ instruction literature 


ie 


on the installation of building 
materials is placed in a promi- 
nent place. The firm also sub- 
scribes to a plan service. 

Customers who are looking for 
a carpenter, or other mechanic, 
are referred to one of the firm’s 
numerous accounts. 

A modern, attractive exterior 
and sales room were a part of the 
expanded business of the firm and 
a modernization program, com- 
pleted last June, proved success- 
ful beyond the expectations of the 
owners. 

Before modernizing, the inte- 
rior of the sales room, in a con- 
verted school building, was barely 
visible from the street. It had 
originally about 1800 sq. ft. of 
space. 

The renovated building, which 
now has about 2500 sq. ft., has a 
large amount of display window 
space. The windows have low sills 
and are backless, affording a full 
view of the interior. 

It was considered important 
that the new store should be at- 
tractive to motorists since there 
is little foot traffic, but the store 
is situated at the intersection of 
five streets. All drivers are 
obliged to stop at the intersection, 

(Continued on page 47) 
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The addition to the store, in which are displayed new home requirements. 
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How Adjustable Shelving 











Can Increase Display Space 


The search for more display 
space is a never ending one in every 
hardware store. Some merchants 
think that the only answer to this 
problem is the acquisition of addi- 
tional show room space. The care- 
ful operator figures out ways of 
getting some of that extra space by 
rearrangement of some of his pres- 
ent day display equipment. 

In this issue our display con- 
sultant shows how changes in some 
of the fixtures in a New England 
hardware store would provide some 
of this needed extra display space. 
He suggests changes in the pres- 
ent 4 by 8 ft. islands now used in 
the store—changes that would make 
use of the bases of these units. 

Fig. 1 shows one of the island 
units built four years ago for the 
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Carroll County Hardware Co. in 
N. Conway, N. H. These were built 
at the request of Roland Morse who 
manages the store for Carroll Read, 
operator of several sport and ski 
equipment stores in that area. 
Our display consultant suggested 
removal of the two upper shelves 
and their replacement with ad- 
justable shelf units as shown in 
Fig. 2. The base shown in Fig. 1 
is retained and may be equipped 
with a % or % in. plywood panel 
and two 18 in. wide shelves. The 


shelves may be adjusted to any re- 
quired height by use of metal key 
hole strips and brackets. This 
makes it possible to establish a 
shelf height that will enable all 
items displayed in the table top 
bins to be visible to customers 
standing in front of any of the four 
sides of the units. 

Use of the adjustable shelving 
provided by each of the 18 in. by 
6 ft. shelves would give a total of 
18 sq. ft. of additional space for 
each display island. This would be 


“Conroy’s Will Get It,” 


Two women operating firm’s hardware department 

make it their business to accommodate customers 

by getting items they do not stock. This special 

service pays dividends by paving the way for other 
business in store’s stock lines 


Customer goodwill is the key- 
note of profit in the hardware 
department of The Conroy Co., 
1802 Belmont Ave., Youngstown, 
Ohio, hardware and _ plumbing 





elie 


Mrs. Alice M. Fee and Mrs. J. F. Conroy at the cash and wrap table 


concern. Operated by two women, 
Mrs. J. F. Conroy and Mrs. Alice 
M. Fee, manager, the department 
gets many calls for items not car- 
ried in stock. Such requests get 





a ™ 


on which are displayed numerous small items for impulse sales. 
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attained without changing the base 
size of any of the 4 by 6 ft. islands, 

In Fig. 2 is shown how 2 ft. at 
each end of the table bases may be 
used to set up feature display bins 
equipped with 8-in. metal corners 


and 8-in. bin glass. Many impulse 
items may be feature displayed in 
these bins and signed by 7 by 11 
in. chrome finish metal card hold- 
ers. The two shelves and the bal- 
ance of the table top are binned 
off with 4-in. bin glass. Each bin 
is signed with small bin price clips. 


prompt attention with the two 
women usually obtaining what the 
customer seeks. More important 
the filling of such orders often 
leads to more sales to the same 
individuals or concerns of other 
merchandise carried as regular 
stock. 

As one pleased customer said 
recently, “If it is available, Con- 
roy’s will get it.” That about ex- 
presses the policies of the hard- 
ware department. 

A lumber company recently 
asked for a certain type of wood 
burning stove for use in _ its 
camps in a dozen different sec- 
tions of the state. Intended for 
warming the quarters of lumber- 
jacks, they were obtained from a 
manufacturer for shipment to 
each of the camps. In addition to 
the profit and goodwill resulting 
from that sale the Conroy store 
gets other orders from the lumber 
concern. Says Mrs. Fee, “Now, we 
get all the orders for utensils and 
cooking ware for those lumber 
camps and orders for other equip- 
ment.” 

A couple recently blessed with 
twins visited the store to inquire 
about the purchase of a baby 
stroller for twins. Conroy’s took 
an order with the promise, “we 
can get one for you.” A source 
of supply was determined by 
means of a catalog search and the 
vehicle obtained from a west coast 
concern. 

Another customer saw a pattern 
of plated silverware in the store 
and asked, “Do you have this pat- 
tern in stainless steel?” The cus- 

(Continued on page 53) 
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Building Profits 
In Lighting Fixtures 


Variety and prominent display help neighborhood store 
do 37 pct of its volume in electric fixtures and sundries 


If you were to ask the average 
homeowner in Fremont, Ohio, a 
city of 16,000, “Where can I find 
the best selection of lighting fix- 
tures in this area?” it is likely 
he’d direct you to Jay’s Electric 
Hardware. 

When Al Japack and his wife, 
Sarah, opened their neighborhood 
store at 1110 E. State St., they 
began to go after Business in elec- 
tcical fixtures and sundries. In 
six years Mr. and Mrs. “Jay,” as 
they are widely known, have made 
their store the area’s lighting 
headquarters. Today this part of 
their business produces 37 pct of 
their annual volume. 

Homeowners can buy fixtures, 
switches, receptacles, entrance 
cables, wiring and all types of in- 
candescent and fluorescent lamps. 
Mr. and Mrs. Japack offer 60 types 
of outside lanterns. 


Visible from the street is the 
store’s ceiling display of simple 
and fancy fixtures. They range 
from colonial to modern design 
and there are regularly more than 
80 types, styles and sizes of these 
units hooked up. Two 12 ft. dis- 
play tables are also used for dis- 
playing electrical fixtures and 
sundries. Says Mr. Japack, “Our 
customers know they can depend 
on us for one-stop service for 
their fixture and supply needs. We 
can outfit them from the front 
porch to the garage.” 

Mr. Japack is a former lighting 
contractor and can advise custom- 
ers not only on selection, but on 
methods of installation as well. 
Mrs. Japack is a graduate of an 
art school and is able to advise 
customers on home decoration 
problems. 

Complete selection at Jay’s goes 


beyond just lighting fixtures. Cus- 
tomers seeking switch receptacle 
plates, for example, will find all 
sizes in ivory or brown, plastic or 
metal, or glass. The complete 
stocks are a big aid in helping to 
make related sales of additional 
items. 

Customers’ seeking but one 
lighting fixture, for example, will 
often buy more than one unit as 
well as other items not on their 
shopping list. 

Jay’s 32 ft. by 70 ft. store is 
located in an outlying area of 
Fremont. When they built this 
new store Mr. and Mrs. Japack 
made provisions for parking for 
their customers. This, too, at- 
tracts trade to their store. But 
the biggest single factor in their 
excellent volume in lighting fix- 
tures and supplies is their wide 
selection of merchandise. 





Ceiling display of lighting fixtures visible through the store's visual front. 
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Parking Lot Attracts Farmers 


Highway location and private parking lot 


pull in traffic for W. B. Pence’s new store 





Locate on a well traveled high- 
way and provide good parking fa- 
cilities for your trade. Then you 
are all set. W. B. Pence proved 
the truth of this reasoning when 
he opened his store in Bowling 
Green, Ky., under just such con- 
ditions. 

Bowling Green is a city of about 
24,000 population and its business 
section is located around a large 
square in the center of town. Mr. 
Pence located his new store about 
eight blocks from the square to 
be on a well traveled highway 
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leading to a good farm section. 
His store is seen by farmers travel- 
ing into and out of Bowling Green 
and because of his own parking 
lot, right next door, he pulls in 
a considerable percentage of the 
passing traffic. 

Pence Hardware’s store is set 
back about 10 ft. from the side- 
walk to enable the firm to have 
outside displays, in season, of 
wares that will attract the atten- 
tion of both pedestrians and mo- 
torists. Mr. Pence wants every- 
body to know where his store is at 


PENCE HARDWARE Co. 


The new store and its adjoining parking lot. 


all times and uses illumination as 
one way to accomplish this aim. 
He says, “Our store is extremely 
well lighted. Even at night any- 
one passing in the street can see 
all parts of the store and all of 
our merchandise at a glance. We 
have the entire store lighted all 
night. It certainly pays off as our 
cheapest form of effective adver- 
tising.” 

The store’s neatness is apparent 
from the illustrations of its dis- 
play room. Mr. Pence tells of an- 
other important factor. He says, 


Ee 
Me 

“ 4 
ee ke 
gta 
a, 


a % 





HARDWARE AGE, DECEMBER 27, 1951 








Abov 
lighti 
pare! 
wome 


“Our k 
who tr 
into th 
show a 
and mé 
are dis 

W.B 
ing m 
paper 
and cit 
odicall 
windov 
store a 
he has 
change 
store ; 
Wide : 
and ne 
browsi 
store’s 
and thi 
width. 


UARDV 





nation as 
this aim. 
2xtremely 
ight any- 
t can see 
nd all of 
ance. We 
ghted all 
fF as our 
ve adver- 


apparent 

its dis- 
lls of an- 
He says, 





27, 1951 











Above—tThe wide aisles and good 
lighting are particularly ap- 
parent in this view toward the 
women's side of the showroom. 


Right—Looking toward the 
men's side of the store. 


“Our best asset is our personnel 
who try to make everyone coming 
into the store feel at home. We 
show an interest in our customers 
and make sure that none of them 
are dissatisfied with our service.” 

W. B. Pence uses other advertis- 
ing methods, too. Radio, news- 
paper ads, direct mail to farmers 
and city residents are used peri- 
odically. Low base, visual front 
windows help make the entire 
store a showcase and the displays 
he has just inside the windows are 
changed frequently to give the 
store an ever fresh appearance. 
Wide aisles throughout the store 
and neat open wall displays invite 
browsing and self-service. The 
store’s main aisle is 8% ft. wide 
and the side aisles measure 6 ft. in 
width. 
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For the opening of the store, 
last May, the new showroom was 
opened to the public from 1 to 9 
p. m. on a Friday and on Saturday 
from 10 a. m. to 8 p. m. About 
3000 visitors inspected the new 
quarters in the two days. Al- 
though not all women visiting the 
store, for the opening, registered, 
the store obtained a large mailing 


list of those who did leave their 
names and addresses. Each of the 
several hundred women who regis- 
tered received gifts such as glass 
oven ware, furniture polish, cake 
turners and serving trays as sou- 
venirs for the occasion. 

Fixtures and store layout were 
provided by the Kentucky Retail 
Hardware Association. 





Is a Branch Store Profitable? 


When Edwin Garnett started 
the Greenville Hardware Co. in 
Greenville, R. I.—a community of 
less than 1,000 population—there 
were people who told him bluntly 
that he was crazy. He proved his 
friends were wrong and later 
opened a branch in Chepachet, an 
even smaller place. His stores 
serve a trading area with about 
29,000 population in the five sur- 
rounding towns. 

Ted Garnett, as he is known, 
says of his branch unit, “This 
branch has been so successful that 
I think every hardware store should 
have one to get business from an- 
other area. My branch store has 








Yes, says Edwin Garnett. 
This report tells why 








brought business that I would not 
have obtained in any other way. 
It has not taken anything from the 
main store. It has produced an 
entirely new group of customers 
from an area that never patron- 
ized the main store. 

“Many items that just would 
not sell at the main store were 
fast movers at Chepachet. Being 
in a rural area, I had bought quite 
a few beanpots. I could not sell 
them in Greenville, but did at 
Chepachet, where they were a sell- 
out. And there were sanctuary 
candles which did not sell at the 
main store but have been sold by 
the hundreds in the branch store. 


“With our two stores we are 
serving two different areas with 
people who buy and live different- 
ly. At the main store we get some 
country people but many former 
city residents have also moved 
into the country during the past 
decade. At the branch we serve a 
large country population.” 

Advertising has been a big fac- 
tor in building volume for both 
stores. Just a few months ago, 
Mr. Garnett had signs with the 
message, “Try Greenville Hard- 
ware First,” painted on round, 
wooden sign boards about 3 ft. 
wide. These signs are on main 
highways leading to both stores 





This branch store has a full length sign inviting people to discuss home repair loans. 
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The J&L trade mark 
is an invitation to 


buy at your store! 
























Seasonal displays of products for the 
clean-up jobs around the home... 
laundry work . . . window washing 
... trash, garbage, and ash disposal, 
etc. ... Should take advantage of the 
famous J&L name on galvanized ware. 
It’s a name that stands for leadership 
and high standards of manufacturing. 
J&L Ware is a smooth line to handle. 
It se//s with little time and effort on 
the part of your sales people. . . and, 
it’s priced to cover the big volume 
market with a healthy 
profit for the dealer. See 
your local Hardware 
Jobber. He will provide 
you with prices and in- 


formation on delivery 





scheduies. 


Jal STEEL BARREL COMPANY 


wae VOR 17, Chew Foae@ Ss 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 


galvanized ware plants. TOLEDO, OHIO ond ATLANTA 
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No Delay 
Rates 5% 
$200.00 30 months 
300.00 30 months 
500.00 30 months 
or more 


your way to do it. 
portunity to do all that work 
monthly payment. 


GREENVILLE 
or call 








Need Money for Home Repairs? 


Everybody Does Sooner or Later 
Why not investigate our 


HOME IMPROVEMENT PLAN 


No Red Tape 


$ 7.51 
11.26 
18.76 





That new addition that you have wanted so long; 
or that garage; a new roof; your house painted; 
bathroom improvements; perhaps a chicken coop 
to add to your income. Oh, there are many things 
that you have wanted to do but just couldn’t see 
Well here is your golden op- 


and pay a small 





Just drop in at the 


Greenville Hardware Co., Inc. 
PUTNAM AVENUE 


RHODE ISLAND 


Centredale 1-0994 





Circulars like this have brought many new customers to Greenville Hardware. 


and two more of them will be 
placed on the highways. 

Says Mr. Garnett, “Many cus- 
tomers visit our stores and say, ‘I 
am taking your advice—I decided 
to try Greenville Hardware first.’ 
So many people tell us this that I 
call it one of the best pieces of 
advertising I have ever used.” 

For several years Mr. Garnett 
has used a giant painted billboard 
on a four lane highway leading 
from the northern and western 
parts of the state. Because of its 
expense he conceived the idea of 
sub-letting small spaces on the 
board to six other local business 
men. Each of the six firms pays 
Mr. Garnett $6 per month and his 
cost for his portion of the bill- 
board is $9 per month for his 
message running clear across the 
top of the advertising unit. 

Early in October Greenville 
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Hardware began to use a 20 word 
commercial and a 30-second pic- 
ture flash on the “Try Greenville 
Hardware First” theme at the 
Pascoag Theatre. Costing but $10 
a week, the theatre advertising is 
shown once daily on week days 
and twice a day on Saturdays and 
Sundays. 

Another advertising idea used 
by Greenville Hardware is the dis- 
tribution of 10,000 circulars be- 
ing sent to every box holder and 
every box holder in each of the 
surrounding villages. These fea- 
ture the home improvement idea 
and appeal to the farmer or home 
owner who wants to pay for im- 
provements out of income. 

The 6 by 9 in. circular, which 
is illustrated in these pages, has 
already been the direct cause of 
many inquiries from people seek- 
ing government guaranteed loans. 


Loans are handled through the lo- 
cal bank, with the stores keeping 
required bank loan application 
forms on hand at all times. Cus- 
tomers are assisted in making the 
applications and the store staff 
takes the application to the bank 
immediately. The bank clears the 
papers quickly, for those with 
good credit standing, and the 
money is paid to Greenville Hard- 
ware. Provision is made that pay- 
ments may be made at the stores 
or through the bank. 

Since Greenville Hardware was 
started its proprietor has dis- 
tributed two catalogs a year. One 
features spring merchandise and 
the other is a fall catalog featur- 
ing gift suggestions and seasonal 
hardware lines. About 2,500 of 
these catalogs are given out each 
year. 

In the case of customers who 
repay bank loans, at the store, 
Greenville Hardware enjoys added 
store traffic. That extra traffic 
often results in some worthwhile 
impulse sales. 

When Mr. Garnett opened his 
first store, about six years ago, he 
had but $5,000 cash to put into 
the business. Today his inven- 
tory approximates $40,000 and his 
volume is at the rate of $110,000 
a year, compared with a first year 
total of $24,000. A volume of 
about $38,000 is being added 
through the branch store which is 
about 714 miles from Greenville. 
The building in Chepachet was 
purchased at a reasonable figure 
and was remodeled for the instal- 
lation of a hardware showroom 27 
by 55 ft. 

Opened in June the _ branch 
store has 22 new large accounts 
which include three mills from 


which his store receives a sub- 


stantial amount of business. 

Mr. Garnett’s basic policy is to 
offer such a wide variety of mer- 
chandise and services that people 
will buy in their home towns 
rather than go to the larger sur- 
rounding shopping areas. As a 
result, there are few items that he 
does not have in stock or that he 
cannot get within three or four 
hours. He operates two trucks and 
these are used to pick up special 
orders and to deliver them. 

One of the services not found 
in most hardware stores is an 
electric pipe threading machine. 
Mr. Garnett calls this one of his 
best investments; he reports that 
it brings in as much as $500 in the 
biggest weeks. 
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Brownlee Hardware believes in having “‘lots of stock Brownl 
on the floor, and little in the warehouse.” They strive goods i 
to create the impression the store is headquarters for In addi 
all merchandise displayed. balls ar 
such re 
and vac 
“We 
lights a 
tles,” I 
can’t m 
Lloyd Brownlee, Sr., proprietor ner line 
of Brownlee Hardware Co., 133 Mr. 1 
Oak St., Pecos, Tex., believes in ing tac 
mass display and uses it through- ing gor 
out his store. “In 1950 I turned the st 
my entire stock, small items and huntins 
even appliances, five to six times,” back o 
reports Mr. Brownlee. “I bought becaust 
carefully, but the main stimulant looking 
of quick turnover is and has been guns. 
mass display. We have lots of them e 
stock on the floor, and little in the store. 
warehouse. guns i 
“If you have a lot of stock out ($6000 
on display, customers think you’re traffic © 


headquarters for those lines,” 
says Mr. Brownlee, who has owned 
the store for 11 years. Previously 
he managed the business for a 
period of 20 years. 

An excellent example of dis- 


( 


baseme 





play that produces fast turnover by thei 
is his fishing tackle department. Each 
A large share of his $1,000 to the fro 
$2,000 fishing tackle stock is dis- each it 
played mass style on a 10 ft. table. data o 
He turned the stock in this section paper. 
in excess of six times in 1950. are che 
The most amazing thing about Geor, 
his turnover on fishing tackle is piled b: 
the fact that Pecos, a plains town ventory 
of less than 10,000, is 50 miles and co 
from the closest stream. The near- tical, | 
est actual fishing grounds are in regular 
the Rio Grande River, 150 miles little 1 
distant, and the mountain streams during 
of New Mexico, a drive of 250 With 
miles! Yet by means of mass dis- items « 
play Mr. Brownlee created the ed by |} 
impression among his angler- Paint, 
townspeople that his store is fish- sizes a 
ing supply headquarters! poses | 
Here are examples of mass dis- invente 
play in the fishing tackle depart- is mad 
ment: Alth 
Three vertical pipe racks hold- made, « 
ing 24 reels can be seen from any od, to : 
section of the store. An above-the- Another mass display emphasizing the idea that the the sto 
table rack also shows an assort- store is vacuum bottle headquarters for the area. where 
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ment of fishing rods in various 
price ranges. 

Instead of showing just a few 
balls of throw line Mr. Brownlee 
stacks them 10 high on vertical 
metal display posts, four sizes in 
a row! 

He shows 100 artificial plugs or 
lures. Instead of a few hooks, he 
shows 10 boxes of snelled hooks. 

On an adjoining table, Mr. 
Brownlee displays other sporting 
goods items, also on a mass basis. 
In addition to tennis rackets and 
balls and baseball gloves he shows 
such related items as flashlights 
and vacuum bottles. 

“We show as many as 50 flash- 
lights and 75 or more vacuum bot- 
tles,’” Mr. Brownlee said. ‘Folks 
can’t miss the fact that we have a 
selection of this stock.” 

Mr. Brownlee displays his fish- 
ing tackle and most other sport- 
ing goods items in the center of 
the store. His guns and other 
hunting supplies are shown in the 
back of the store. He does this 
because some men never tire of 
looking at, and talking about, 
guns. They seem to pour over 
them every time they come into a 
store. By keeping his display of 
guns in the back of the store 
($6000 inventory in 1950) he pulls 
traffic to the back of the store. 


Inventory Taking 


(Continued from page 24) 


basement stockroom is inventoried 
by their employee, John Madden. 
Each of the three men starts at 
the front of his area and counts 
each item, entering the necessary 
data on sheets of ruled yellow 
paper. On the display floor tables 
are checked first and then shelves. 
George Jufer takes the data com- 
piled by all three and tabulates in- 
ventory at both retail selling price 
and cost price. Insofar as prac- 
tical, inventory is taken during 
regular business hours, with as 
little merchandise being received 
during that period as possible. 
With the exception of some small 
items everything is actually count- 
ed by hand for inventory purposes. 
Paint, for example, is counted by 
sizes and types for inventory pur- 
poses but not by colors. An actual 
inventory by sizes, types and colors 
is made about four times a year. 
Although every possible effort is 
made, during inventory taking peri- 1400 Metropolitan St., Pittsburgh 33, Pa. 
od, to straighten stocks throughout 
the store, stock is inventoried just 
where it is located. 


MANUFACTURING COMPANY 
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Because of his imaginative ap- 
proach to the matter of employee 
compensation, Charles E. Kings- 
borough in Carlisle, Pa., has en- 
joyed an increasing volume each of 
the five years he has been in busi- 
ness. 

Currently his Carlisle Farm & 
Home Supply Co. is operating at a 
rate that should mean a $200,000 
volume for 1951 with an inventory 
of about $45,000. When the store 
was founded its owner had a 
$6,000 inventory. 

Chief factor in his growing vol- 
ume is his use of an employee bonus 
plan under which all sales and other 
personnel receive extra compensa- 
tion for helping exceed the store’s 
quota. There is also a special prof- 
it-sharing plan being offered to 
those in the firm’s employ for five 
or more years. Another plan for 
helping employees increase their 
earnings is the allowing of 5 pct 
commission on any sale made after 
business hours by an employee who 
followed up and closed such a sale. 

Mr. Kingsborough sets a month- 
ly sales quota for his entire store, 
that for 1951 being based on sales 
for the same month in 1950. To 
each 1950 monthly total he added 
10 pet to cover increased prices. 

As an example of the extra money 
to be received this year, a month 
with a 1950 volume of $15,000 
would have a $16,500 quota for 
1951 because of the 10 pct increase. 
Should sales for that month in 
1951 hit $20,500 the increase would 
be $4,000. Each of the six em- 
ployees would then receive equal 
shares in 5 pct of that increase or 
one-sixth of $200. This would mean 
that each employee would receive a 
bonus of $33.33. 


42 


How a Pennsylvania dealer pays a monthly 
bonus to all employees when the firm’s sales 
exceed quota for the month. A profit-sharing 
plan is also offered those employed for five or 
more years as an additional incentive 


The staff really hustles to be 
sure that a bonus is earned each 
month. Servicemen participate in 
the plan because each of them per- 
forms both selling and store main- 
tenance work as well as_ service 
work. Each staff member, regard- 
less of his main work, restocks and 
prepares orders for a certain as- 
signed department. 

Gerald Cooper is a serviceman, 
but takes care of paints in his 
spare time. He not only main- 


tains the department but is a sales 
specialist in paints when not han- 
dling service work. His depart- 
ment leads all others in sales. 
Ralph H. Line, service foreman, 
has charge of the plumbing supply 
and pump departments. When he 
installs a water system he is alert 
for sales of related items. He 
seeks to sell water heaters, sinks, 
washing machines and other water 
using equipment. His sales record 
is such that one would think he de- 





Charles F. Kingsborough, right, with two of his employees with five year service 
records. Ralph H. Line, service foreman, and Miss Mary M. Foreman, bookkeeper, 
can buy shares in the company and share in the profits. 
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COPROX is the copperized cement coating LIFE wrote about 


ASK YOUR COPROX DISTRIBUTOR TODAY 
ABOUT HOW COPROX CAN BOOST YOUR 
‘52 PROFITS OR WIRE, TELEPHONE OR WRITE US 


COPROX, Inc., 1270 Ave. of Americas 


NEW YORK 20, N. Y. 
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COPROX PROTECTS MASONRY SURFACES 
AGAINST WATER SEEPAGE, DAMPNESS 
AND EROSION 


. BOND of MONOLITHIC NATURE. 


. INCREASED DENSITY because of greatly reduced 


pore structure and size. 


, RESISTANCE TO HYDROSTATIC PRESSURE* but 


permits release of vapor pressure through 
“breathing”. 


. TOUGH, HARD, WASHABLE SURFACE. No 


dusting. 


, CONTRACTION AND EXPANSION MINIMIZED 


with little or no cracking or checking. 


. FAST COLORS .. . no fading. 


7 


Laboratory tests show that two coats of COPROX on 
one side of a 1" thick panel of concrete prevented 
the passage of any moisture while a water pressure 
equal to a 60' head (26PSI) was exerted against it 
A similar but uncoated control panel allowed passage 
of 220 gallons of water per hour. 
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voted his entire time to selling. 

Regular cash payments, once a 
month, keep interest in the bonus 
plan active. Staff meetings, held 
after hours every other Monday 
evening, for round table discussion 
of store policies, problems and sell- 
ing technique, include a talk by the 
proprietor. He may tell his staff 
how to improve their paint sales— 
particularly with respect to the sale 
of related items. Other members 
of the staff will make suggestions 
as to how the sales quota may be 
beaten by coordinated effort. 

New items are discussed. Re- 
cently a line of wall hangers was 
discussed. As a result of this talk 
many customers bought the item 
which added an extra quarter to 
the cash receipts. 

Progress toward meeting and 
beating the quota for the month is 
reported at each of these meetings 
by Miss Mary N. Foreman, the 
firm’s bookkeeper. 

As to the extra compensation 
plan offered those with the firm 
five or more years this is based on 
purchase of stock in the company. 
Those participating in the plan are 
given equal shares in 10 pct of the 
net profit of the company. 


Tenant Repairman 


J. Oubre, radio and television ser- 
vice man, have had a mutual agree- 
ment: Mr. Duvic furnishes a 21 by 
8 ft service area in one corner of 
his store for Mr. Oubre’s use; and 
Mr. Oubre takes care of all radios 


Frank R. Duvic, owner vf Gretna 
Hardware, 125 Huey P. Long Ave., 
Gretna, La., since 1923, has an ex- 
cellent radio and TV service ar- 
rangement. 

Since 1935, Mr. Duvic and Milton 


Gerald Cooper, service man, uses time he is not devoting to service 
work to fix up the paint department. He also acts as a salesman. 


Milton J. Oubre, left, radio and TV expert, swaps service for 
space with Frank R. Duvic, right, hardware man since 1923. 


Pulls Traffic to Hardware Store 


and television sets sold by Gretna 
Hardware. 

Mr. Duvie swaps space for ser- 
vice. 

During the 90 day warranty pe- 
riod, Mr. Oubre handles all service 
on radios and television sets sold 
in the store. After that he sells 
service. Otherwise, Mr. Oubre is 
free to service any other radios in 
the community. It’s his shop. 

“We started 15 years ago with us 
paying Mr. Oubre for repairs on 
our radios,” Mr. Duvie said. “He, 
in turn, paid us rent for the space. 
Soon it was apparent that we just 
swapped checks. So we hit upon 
the mutual exchange. 

“Our present arrangement has 
been fine for us. Our customers 
don’t expect free service from us 
after the warranty period.” 

The presence of Mr. Oubre in Mr. 
Duvie’s store has other benefits: 
1, Customers buy radios and tele- 
vision sets from the hardware store 
with the confidence that they will 
get prompt and expert service on 
them. 

2. Gretna Hardware gets extra 
traffic from Mr. Oubre’s outside 
customers. 
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at the CHICAGO 
HOUSEWARES SHOW 
January I7 to 24 


BURNS has the complete 
line... steak sets, kitch- 
en sets, open stock... 


soorn 899 


at the Chicago Show 


BURNS Mfg. Co. Syracuse, N.Y. 











Extra Sales Mean Extra Profits 


(Continued from page 25) 





Bill Bacon looks cver the store's plow replacement parts 
numbering more than 100 kinds of plowpoints. 


mean by suggested selling. A cus- 
tomer visits the store to buy a 
plow point. Profit on it pays fixed 
expense. Sale of a quart of enamel 
to that same customer will produce 
extra profits without additional 
sales cost. And the sale of that 
quart of enamel will bring forth 
the suggestion that paint brushes, 
sandpaper, putty and other re- 
lated items might be needed. 
The firm members and their 
sales staff are always on the look- 
out for new items. Is a nationally 
known firm advertising a new 


product on TV or radio? Then 
that item is a “natural” for sug- 
gested selling. The same is true 
of a new insecticide described in 
a national publication, or a new 
fishing lure. People are always 
curious about new merchandise 
—particularly if it is something 
offered to do a better job. 

At the Brooks store another 
rule of selling is: Tell every cus- 
tomer about a new item! And 
when the product is a nationally 
advertised item, the firm cashes in 
on that national advertising. 


Dog Owners Attracted by Window 


When Douglas Hardware 
in Janesville, Wis., used 
this semi-open back dis- 
play to feature dog goods 
of all kinds, dog owners of 
all ages stopped to look 
and were induced to treat 
their canines to new acces- 
sories. The floor and two 
tiers of the step-up unit 
were utilized to display all 
manner of items to care 
for or please dogs. Chains, 
leashes and collars were 
suspended from the ceiling 
and window panels. Bird 
feeders were given the top 
shelf. 
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Sales Gain 25% 


‘(Continued from page 30) 


so they can hardly avoid seeing 
the store. 

Ample parking space permits 
customers to drive in and through 
the parking area without backing 
out into the stream of traffic. 

The exterior of the building was 
finished with rough cedar boards 
and battens, stained dark. This 
finish requires very little upkeep 
and is exceptionally attractive. 
Tomato red trim adds brightness 
and contrast; the trim extending 
inside the display room. 

New fixtures were installed in 
the renovated store. It was noted 
that the sale of traffic appliances 
tripled as a result of placing them 
on a display island where they 
could be easily seen from the out- 
side. 

Natural lighting through the 
large windows provide much of 
the illumination on bright days. 
Window spots are focused on spe- 
cial displays and are turned on 
when the store is closed. 

A feature of the interior is a 
sales counter, built in a U-shape, 
in front of the office. Rows of shal- 
low shelving were built into the 
outside face of the counter, pro- 
viding additional display space 
for small impulse items. 

Thus, the sales counter, which 
is normally wasted as sales space, 
has been converted into an effec- 
tive display fixture. 

Different types of interior fin- 
ishing materials, as much as pos- 
sible, were used in the display 
room to show customers how these 
materials look when _ installed. 
Few customers can visualize such 
materials in their homes, and by 
having them installed in the store, 
they can be pointed to in order to 
clinch a doubtful sale. 


In the new section of the dis- 
play area, for example, one type of 
insulating board was used for the 
ceiling, another for the upper sec- 
tion of the inside wall. Mahogany 
paneling was installed for the 
lower part of the wall. On the 
back wall a similar installation 
was made with knotty cedar pan- 
eling. 

Modernization made it possible 
for the owners to departmentalize 
merchandise to a much greater ex- 
tent than formerly. This makes it 
much easier for the customer to 
shop for himself, encourages a 
better flow of traffic inside the 
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You need Quality Buffalo Bolts in 


ei 


|HANDY-PACK BOLT CARTONS 










HANDY-PACK 



































@ Handy-Packs are made o 
tough corrugated board. They 
can be handle d. shipped, stacke d 
and even dropped without breaking. 


You get these superior cartons...and 
their equally superior contents... at no 
extra cost when you order Buffalo Bolts. 


@ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always. same method of ordering. 
@ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 


Wrte for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS 


47 





BEAVER 26-R' 





| ago, one 
| hardware stores in the south was 


s 
oO 
So 
— 





or electric 
by a _ simple 


-.-cuts either standard “taper” 
“straight” conduit threads 
adjustment. 


.--has “radio” dial size-setting. Dies can be 
removed in a few seconds FROM THE 
OUTSIDE without use of tools. 


-+-is fully-adjustable and easy-working, The | 
only 1 to 2-inch pipe threader that outs | 
standard, oversize and undersize threads of 
uniform standard length. 


The Beaver 26-R uses one set of dies to | 
thread four sizes—l, 1%, 1% and 2-inch. 
It is fully-adjustable for oversize or undersize 
threads to compensate for variation in fittings. | 
There's a cam-type universal self-centering | 
chuck, too, which centers the pipe accurately 
and insures straight pipe lines. Yet, “drip 
threads” may be cut when desired. for 
heating lines. 


Your customers benefit from the advan- 
tages of Beaver 26-R. Why not tell them 
about it today? 


SEND FOR BEAVER CATALOG NO. 51. 
Address Beaver Pipe Tools, Inc., 234-300 Dana | 
Avenue, Warren, Ohio, U. S. A. 


| 
| 
| 


234-300 DANA AVE. + WARREN, OHIO, U. S. A. 





| at every 


store and stimulates impulse sales. 

The entire back wall at the right- 
hand side of the store is devoted 
to the display of paints. Massing 
the merchandise in this manner 
attracts more attention to the de- 
partment, and has been largely 
responsible for the increase in 
paint sales which has been noted. 

A seasonal display table which 
has brought satisfying results, is 
now used for garden supplies and 
is located at the right of the en- 
trance and directly behind a dis- 
play window. Merchandise was 
placed on a ping pong table, which 


the store sells, and which thus 
serves a double purpose. 

A feature of convenience in 
handling hardware and paints, 
was the construction of two small 
receiving rooms at the rear, one 
for each of these lines. All mer- 
chandise is received in them and 
are price marked before being 
brought to the display floor. 

A. H. Hunnewell was joined in 
the business by his son, William 
Hunnewell, and his son-in-law, 
R. K. Olsen, following their re- 
lease from. service in World 
War II. 


Constant Advertising Builds Business 


For Florida Hardware Firm 


A little more than two years 
of the most beautiful 


opened by John J. Fohl, Fort 
Myers, Fla., in a new building and 
a new location after 20 years of 
operating on a side street. The 
success of the revitalized enter- 
prise was almost immediate for 
two reasons. 

The store building itself, with 
its front and sides almost entirely 
sheathed in green glass, full-view 
display windows flooding the in- 
terior with daylight, was a daily 
advertisement for the store, and 
its merchandise. 

And, a three-fold advertising 
program was continuously beamed 
prospect in the firm’s 
trading area because, as Mr. Foh! 
says, “The hardware business is 
extremely competitive, and no 
matter how long a firm has been 
in business, it is necessary to ad- 
vertise constantly. 

“IT consider newspapers the 


Re! 


PF eee 





most profitable form of advertis- 
ing. Everybody takes a newspaper, 
sO a newspaper ad reaches the 
greatest number of people. 

“Second advertising medium in 
importance,” he continues, “is, I 
believe, slides shown in a motion 
picture theatre. They reach a cap- 
tive audience, and all who attend 
the movies see them. They can’t 
be thrown aside as a newspaper, 
or turned off, as a radio program. 
Consequently every single depart- 
ment in our store is given screen 
publicity. 

“Many firms put radio at the 
top of their advertising schedules, 
but we find it ranges third in pro- 
ducing results, and so we use it 
primarily when we have anything 
new to offer, or a special which 
we are promoting to attract store 
traffic. 

“But in the final anlysis, our 
glass store is its own best adver- 
tisement, acting as a silent sales- 
man both day and night!” 


. ast 


eae 


John J. Fohl's modern hardware store is his best advertising 
medium—his silent salesman, both day and night. 
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@ To the experienced 
mechanic the “feel” of a tool is impor- 

tant. The Crescent #1049 Hacksaw has 
a molded-to-the-hand Neoprene handle 

that possesses many desirable features. For 
one thing, it will take a lot of abuse. It is 
comfortable and resilient to hold and has high 


dielectric value. The frame has all the expected 


EASY ON THE HAND AND HARD TO BREAK 
Feel it... it’s warm and resilient to the 
touch. Drop it... it won't break. Use it 

. it is impervious to oil and acids. 
Temperatures 100 degrees below to 200 
above will not affect it. Has high insula- 
ting value under all conditions. 


Crescent Quality features...made of heavy gauge 
steel ... nickel-plated for corrosion resistance . 

beautifully balanced. You'll find all the features 
that make a good hacksaw in this Crescent model. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 








“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by 
leading distributors and retailers every- 
where and made only by Crescent Tool 
Company, Jamestown, N. Y. 









CRESCENT TO 





Sign OY lhe Vb Htsan 


fc Sypnilt of Crcelle nce 
fs 
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Power tools are one of the major 
lines at Sweetnam’s Hardware, 
2217 S. Adams St. in Peoria, II. 
Last year the firm sold more than 
$25,000 worth of this equipment. 
Contractors, cabinet shops, fac- 
tories and homeworkshop fans are 
chief customers, in that order of 
importance. 

Aggressive merchandising has 
put power tools to the fore. Wilbur 
S. Sweetnam started selling them 
in a limited way in 1935, with a 
small display of drill presses and 
saws. Today power tools are given 
middle of the visual front store at- 
tention plus a table display in the 
rear of the store. A local daily 
newspaper is utilized from time to 
time for display and classified ad- 
vertisements on his power tools. 






$25,000 in Power Tools 





Demonstrations and direct mail help Sweetnam 
of Peoria pull business from contractors, 


shops and hobby fans. 


He regularly circularizes contrac- 
tors, cabinet shops, factories and 
other potential customers with man- 
ufacturers’ literature and letters 
announcing his public demonstra- 
tions. The demonstrations are con- 
ducted with the cooperation of 
manufacturers. 

Higher labor costs have given 
impetus to power tool sales, says 
Mr. Sweetnam. He finds that it is 
now a common practice for a con- 
tractor to own as many as six por- 
table power saws. A _ contractor 
hiring carpenters at the rate of $3 
an hour finds it wise to have two 
power saws at hand for a three- 
man team, to avoid paying for too 
much idle time. 

Best sellers are 
tools, portable 


woodworking 
power saws and 


Wilbur Sweetnam beside the front-of-the-store power tool display, 
located between two entrances. Note itemized price cards. 
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bench saws. Bench saws are avail 
able at $49.50 and up; however, the 
best selling bench saws, of which 
more are sold than all the res: 
combined, are priced at $140. Con- 
tractors and other heavy users de- 
mand the best in equipment. 

The firm sells several makes ot 
power tools but only one of any 
item. A new tool, a moulder, has 
been added recently to the line and 
is selling well. A good selection of 
high grade power tools enables an 
independent hardware store to com- 
pete successfully with the chain 
stores, according to Mr. Sweetnam 

Once Mr. Sweetnam became dis- 
gusted with the lack of results fol- 
lowing promotion of an electric 
planer. The store had promoted the 
planer fully, including a_ public 
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the Best 


ALUMINUM 
OUREENING 


made of Alcoa Alclad Aluminum 


Here’s an item that’s in greater demand than ever. 
Strong, non-staining aluminum screening. If you can’t 
get all you want, don’t blame your jobber or the weaver 
who supplies him. They are doing their best for you. 
This superior aluminum screening is protected by the 
same Alclad process that gives extra Corrosion resistance 
to our fighting planes. Now planes come first, so the 
supply of aluminum for screening is limited. 
ALUMINUM COMPANY OF AMERICA, 824M Gulf 
Building, Pittsburgh 19, Pennsylvania. 





THIS TAG IDENTIFIES QUALITY aluminum screening made of 
Alcoa Aluminum and woven by leading manufacturers. Look 
for it on the screening you buy. Your customers will......... 


TO HELP YOU HOLD YOUR MARKETS Alcoa advertise- 
ments are running in these leading home magazines. Helping to 
build the ever-increasing demand for aluminum screening that 
will mean more sales and profits for you in the years ahead. 















NON-STAINING, LONG-LASTING ALUMINUM 


SCREENING IS WOVEN BY THESE 
LEADING MANUFACTURERS 


American Wire Fabrics Corp. 
Chase Brass & Copper Co, 
Clinton Wire Cloth Company 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products, Inc. 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 

The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 

Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 
Reynolds Wire Company 
Wickwire Brothers, Inc. 


Woven Wire Fabrics Division 
(John A. Roebling’s Sons, Co.) 
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Jiffy 
HOSE HANGER 









Heavy gauge metal, non- 


slip brackets, rust resis- © Completely 

ant, non-snagging. Takes up! 

» to is feet of garden Set-up! 
ose. No mess, neat — 

your hose always in © Me Nats & 
m4 Green enamel Bolts 
en © No Assembly 


PORTABLE 
PICNIC 
BOXES 


Galvanized 
water-tight con- 
struction. Fully 
insulated. Three 
sizes: small, 
‘tween size, 
large _ icechest. 





2 FLOWER BOXES 


DELUXE STANDARD 
LEAKPROOF LINE 
(above) (below) 
Embossed, all-steel— Modern design— 
erfect window box. pastel colors. 5 sizes 
joth indoor, outdoor —I5"' to 36’. Sturdy, 


use. 5 Pastel finishes, 


rugged. Also floral 
a. white. 45" to 


planters and flower 
box brackets. 





Through your wholesale distributor 
or write us direct. 


CARLISLE 


MANUFACTURING CO. 
Established 1903 
109-135 Meeker Ave., Newark 5, N. J. 
eceeoeveoene2eee2 0280080 
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Outsells: 





demonstration, but sales during the 
following year were nil. Then sud- 
denly, for no apparent reason, sales 
bloomed, disclosing that the pro- 
motional efforts had not been in 
vain. 

The store endeavors not only to 
sell power tools but to instruct cus- 
tomers as to their proper use. 
“Power tools can be dangerous if 
improperly used,” said Mr. Sweet- 
nam, “and I don’t want anyone to 
be sorry he bought a tool. I believe 
thoroughly in a customer’s knowing 
what he has bought and how to get 
the most out of it.” 

Each of the eight full time sales 
clerks is well informed concerning 
power tools. Even the women clerks 
can talk shop and sell tools with 
only an occasional assist from the 
men. The store provides layout 
patterns for customers. Sales of 
accessories—blades and drills, etc. 
—are profitable. Sales clerks take 


a leaf from appliance dealers who 
use the user when they say, for in- 
stance: “John Brown has had one 
of our drill presses for a couple of 
years; why don’t you ask him what 
he thinks of it.” 

“The power tool business requires 
some effort,” says Mr. Sweetnam, 
“and a dealer should expend his ef- 
fort where it will meet with the 
best returns. For power tools, a 
turnover of three or four times a 
year is essential. Although power 
tools require a large investment 
and the markup is only about 30 
pet, they offer a fair profit to deal- 
ers who can find a good market. 
Dealers and sales clerks need to 
learn the lines to do effective sell- 
ing.” 

The Sweetnam store is in an out- 
lying shopping neighborhood be- 
cause its owner prefers to avoid 
downtown traffic problems. There 
is a parking lot beside the store. 





Power Tool Demonstrations Sell Six Customers 
In Two Hours 


When the J. E. Andrews Hard- 
ware Co. in Poughkeepsie, N. Y., 
recently held a store demonstration 
of power tools it made sales of two 
or more power tools to each of six 
customers in the first two hours of 
the special showing. 

All customers on the firm’s mail- 
ing list were sent post card an- 
nouncements of the demonstrations 
in the week before it was held. A 
three-column newspaper ad was 
also used to announce the event. 

Robert Comstock, who ran the 





e 


A prospect watches a demonstration in the 


demonstration, says, “This promo- 
tion showed us that while custom- 
ers knew that there were all types 
of power tools, few of them had 
any ideas as to what they wanted. 
And few of them had ever even 
taken the time to inquire about the 
line offered.” 

In addition to the sales enjoyed 
during the demonstration, its effects 
continued after that time. As a 
result Andrews Hardware plans to 
vive more space and greater atten- 
tion to power tools and accessories. 
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Andrews store. 


HARDWARE AGE, DECEMBER 27, 1951 


"Con 
(Cor 


tomer was 
would ord 
When 
owner of 
being re 
nickel plz 
accepted 
later dat 
progresse 
other har 
home. 
A wom 
cup perce 
that the : 
of such ¢ 
any in s 
for you,” 
days late 
livered 
showed 
woman. 
in anothe 
percolate 
A mal 
asked fo 
spouting 
carry sp 
He looke 
was aske 
terial. ] 
told. Tt 
and deli 
neighbo! 
with a t 
ing for | 
for him 
The p 
tated pa 
was thr 
and he 
candles 
were no 
have so 
his last 
No, Con 
1% in. { 
didn’t h 
32 in. s 
red, the 
“We’l 
long di 
througl 
York. 
his 30 
sizes ir 
days. 
“Do 
Conroy 
order 1 
Thes 
unusua 
cessful 
builde 
proved 
concer 
Since 1 


HARD 








lealers who 
say, for in- 
as had one 
a couple of 
k him what 


SS requires 
Sweetnam, 
end his ef- 
t with the 
ar tools, a 
ur times a 
ugh power 
investment 
- about 30 
fit to deal- 
1d market. 
s need to 
ective sell- 


in an out- 
rhood be- 
_ to avoid 
is. There 
the store. 


ers 


is promo- 
e custom- 
- all types 
them had 
y wanted. 
ever even 
about the 


S enjoyed 
its effects 
le. As a 
» plans to 
ter atten- 
cessories. 








7, 1951 





"Conroy's Can Get It" 


(Continued from page 32) 


tomer was informed that the firm 
would order it for her and did so. 

When another customer, an 
owner of an old home that was 
being remodeled, asked for a 
nickel plated lock the order was 
accepted and delivery made at a 
later date. As the remodeling 
progressed the customer bought 
other hardware store bines for his 
home. 

A woman searching for an 18 
cup percolator was disappointed 
that the store did not carry units 
of such capacity. “We don’t have 
any in stock, but we can get it 
for you,” was the answer. A few 
days later the percolator was de- 
livered to the customer, who 
showed the utensil to another 
woman. This little visit resulted 
in another order for one of the big 
percolators. 

A man came in one day and 
asked for a complete run of rain 
spouting for his house. “We don’t 
carry spouting,” he was informed. 
He looked so disappointed that he 
was asked if he had a bill of ma- 
terial. He had. “Fine,” he was 
told. The spouting was obtained 
and delivered to him. The man’s 
neighbor then came to the store 
with a bill of material for spout- 
ing for his house. Conroy’s got it 
for him also. 

The prize winner was the agi- 
tated pastor of a large church. It 
was three weeks before Christmas 
and he had delayed buying big 
candles for the church. There 
were none in town. Did Conroy’s 
have something like that? It was 
his last hope for time was short. 
No, Conroy’s did not have candles 
14 in. thick and 24 in. long. They 
didn’t have them in the 1% in. by 
82 in. size either. They had to be 
red, the pastor informed them. 

“We'll get them for you.” A 
long distance phone call was put 
through to a candle maker in New 
York. The overjoyed pastor had 
his 30 dozen red candles in both 
sizes in time for Christmas holi- 
days. 

“Do you know,” chuckled Mrs. 
Conroy, “this year he placed his 
order with us in September.” 

These are just a few of the 
unusual cases Conroy’s have suc- 
cessfully handled. As goodwill 
builders these incidents have 
proved themselves for the parties 
concerned are now steady patrons. 
Since they have an anecdotal qual- 




















* 
SEATTLE CHAIN & MFG. CO. THE BRIDGEPORT CHAIN 


« SEATTLE 8 & MFG. CO. 
SEATTLE CHAIN & MFG. CO. BRIDGEPORT | 
ae 60 WOODHOUSE CHAIN works ®@ 
TRENTON 7 


THE ROUND CHAIN & MFG. CO. 
CHICAGO 38 @ THE CLEVELAND 


CHAIN & MFG. CO. 
OHIO HOIST & MFG. CO 


THE PLATING & GALVANIZING CQ. 
CLEVELAND 5 


@ ROUND CALIFORNIA CHAIN CO. 
SO. SAN FRANCISCO 


@ ROUND LOS ANGELES CHAIN CORP. 
LOS ANGELES 54 s 


THE SOUTHERN CHAIN & MFG. CO, 
BIRMINGHAM 4 


Sling Chains ¢ Railroad Chains © logChains © FarmChains . 
Marine Chains @ Tire Chains © BwildingChains ©. Fittings 
“Ohio” Hand Chain Hoists (all types) © Electric Hoists 


Order from your Wholesaler 











Every lock needs 


LOCK-EASE™ 


LOCK FLUID 
BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- 
ware and locksmith jobbers every- 
where. Order now! 





4-oz. Can delivers drop or 
pressure stream. List Price 


SS? 


AMERICAN GREASE STICK CO., Muskegon, Mich. 
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ECONOMY GRADE 
TOOL KITS are 
in Demand— 





Their money- 
saving price. 
coupled with 
their good 
quality make» 
sale after sale. 


This ECON- 
OMY Tool Kit 
holds 5 inter- 
ehange- 
able blades the same .as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users,Light to carry, kit weighs only 
ioub.. acked six to a box. Specify 
stock No. EX541 in ordering. 

Seld by Leading Jobber: 


AMALITE, INC. 
1864 Pitkin Ave., Brookiya 12. N. Y. 





IN 


THE LAST WORD 





BRASS, COPPER, DARK, / 
TINNED, GALVANIZED _/ 
\ COILS AND SPOOLS ; 
\ 10Z. TO 20 LB. / 
y* PACKAGES / 
. yi a 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 








STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 


/ 


ko / Be re 
<- { ’ * 











(401 uum 









SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 


CONFIDENCE 


NCHOR 








BUY withH 


WIRE CORPORATION 


i a | Avt 
MEW Your 


i oe) 


JAMAICA 3 LONG ISLAND 
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ity about them, they are freely 
passed among friends who remem- 
ber the name. Conroy when they 
want hardware store lines. “We en- 
joy doing it, for we never know 
what exciting episode awaits us. 
It makes the patrons accept us 
as friends rather than impersonal 
business people,” says Mrs. Fee. 

Conroy’s believes in free de- 
livery on any item no matter how 
insignificant the purchase price. 
“We'll deliver a 10-cent paring 
knife just as cheerfully as an or- 
der for $100 or more. More than 
once people who shopped by tele- 
phone and had small purchases 
delivered have bought major ap- 
pliances and other expensive items 
in the same fashion,” Mrs. Con- 
roy pointed out. 

In the rear of the 62 x 61 foot 
store is a double section of wall 
bins standing 8 ft. high and 15 ft. 
long. These bins hold the nu- 
merous different kinds of pipe fit- 
ings the average home handy-man 


there,” said Mrs. Fee, “and he 
quickly finds exactly what he 
needs.” The bins are 18 in. deep 


and do not take up much space, 
The height and length makes it 
possible to carry a very good se- 
lection. 

Conroy’s cuts and threads pipe. 
“We do not insist that pipe be 
bought here if we are to cut and 
thread it. We do the work with- 
out comment as to where it was 
purchased as goodwill depends 
mostly on @heerful service,” Mrs. 
Conroy said. 

From these friendly contacts 
with people, the two women are 
calling many by name. To be 
known as a friendly store is ad- 
vertising that is priceless. Mrs. 
Fee worked as a tool crib checker 
in an arsenal and knows her 
hardware. Mrs. Conroy knows 
hardware from working in the 
store with Mr. Conroy, who now 
devotes his entire time to the 
plumbing department of the firm. 





and complete facilities for talking 
about paint and painting prob- 
lems help make this department 
at the Carroll County Hardware 
Co. in N. Conway, N. H., a profit- 
able unit. When a_ prospective 
customer visits the store to buy 
paint he can do so without being 
subject to distractions from other 
departments. 
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needs. “We just take him back 
A Specialized Paint Department 
Helps Pyramid Profits 
Privacy, good light, neatness 


Note how putty knives, glues, 
scrapers, sandpaper and other re- 
lated items are displayed on open 
shelving in the wall section to the 


left. Paint agitator is located in 
one corner. Next to it is a wall 
paper sample book rack. More 


sample books and color charts are 
shown directly opposite in a 
lighted recess. Roland Morse man- 
ages the store. 
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Neatly arranged corner paint department helps sell paint and related 
lines because of its own bright appearance. The knotty pine wall and 
fixtures on the right side lend a pleasant atmosphere. 
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NOW THE 60-WATT G-E LAMP 
GETS THE “Q’ COAT 





Now used for the first time in G-E 60-watt lamps, new General Electric “Q” coat 
softens shadows, lessens glare, yet does not cut light output! 





VER since its introduction over a year ago, the 
new General Electric “Q” coat has been boosting 100 : 60 
G-E lamp sales! First in the 100-watt “White”, then in WATT WATT 
the R-40 and 100-200-300-watt 3-lite lamp. 
Now the 60-watt G-E lamp has it! 


Photo, above, shows why the “Q” coat is a powerful 







sales feature. The “Q”-coated 60-watt lamp bulb on -9-100- 100-200- 
the right is evenly bright all over; the old 60-watt 150-WATT 300-WATT 
lamp isn’t. The “Q” coat, a special inside finish devel- 3-LITE 3-LITE 
oped by G-E lamp research, spreads the light. As a 
result, lamps with the “Q” coat cause less glare from 
glossy surfaces and create softer shadows. Its clean 
white beauty lasts the life of the lamp. 

It’s another product of General Electric lamp re- These 4 G-E lamps now have the "Q” coat 








search that makes it pay to sell G-E! 


GENERAL @@ ELECTRIC 


HARDWARE AGE, DECEMBER 27, 1951 55 











ils 


THESE ITEMS 
SELL ON SIGHT! 


CALF rrr 








; ae CS 
Li.) Pap 


ye Farmers are buy- 
ing CALFEEDER 
NIPPLE PAILS 
now. It saves 
valuable calves 
during the haz- 
¥ ardous first 8 weeks of 
life, reduces scours and 
helps calf add weight and 
strength faster. Strong steel 

bracket spot welded on to sturdy 
hand-dipped galvanized pail. 
Banipoed with pure rubber nipple 
and life-time brass wey aa 
Nationally Advertised! Display This 
Popular Item Now! 


THE “MULTI-FIT” 


LOCK OW 


TRACTOR FUNNEL 




















LOCKS TIGHT 
TO FUEL TANK 


PULLER NECK Ww 


The safest tractor funnel on the 
market—fast, non-tip. It saves 
work, time, money. One of our 
best sellers because farmers want 
the patented LOCK-ON feature— 
it’s the only LOCK-ON Tractor 
Funnel made. A profitable item to 
show your farm trade. Nationally 
advertised! Write today for prices 








—please include name of jobber. 


GENERAL METALWARE CO. 


Minneapolis 13, Minnesota 
Portland 10, Oregon 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


Bicycle Institute of America, annual 
convention, week of Jan. 14, at Boca 
Raton, Florida. Sponsored by Bi- 
cycle Institute of America, Inc., 122 
E. 42nd.St., New York City 17. 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Garden Supply Trade Show, Feb. 5-7, 
at the Hotel Astor, New York City. 
Sponsored by National Garden Sup- 
ply Marketing Bureau, George E. 
Perry, director, 1901 St. Paul St., 
Baltimore 18, Md. 


Hardware Week (irha) April 17-29, 
sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis, 4, 
Ind. 


Hardware Show, National, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


Home Builders Convention and Ex- 
position, Jan. 20-24, at the Con- 
gress and Stevens Hotels, Chicago. 
Sponsored by the National Asso- 
ciation of Home Builders of The 
United States, 111 W. Jackson 
Blvd., Chicago 4. 


Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association, R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington. D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 


delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


International Trade Fair, March 22- 
April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret.) Head- 
quarters, Merchandise Mart, Chi- 
eago 54. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-24, at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers’ Association. A. W. Bud- 
denberg, executive secretary, 1140 
Merchandise Mart, Chicago. 


National Retail Hardware Association 
Congress. July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


Sporting Goods Show and convention 
(National), Jan. 20-23, at the Mor- 
rison Hotel, Chicago. Sponsored by 
the National Sporting Goods Assn., 
1 No. LaSalle St., Chicago 2, G. 
Marvin Shutt, secretary. 


Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, at the Grand Central 
Palace, New York City. 


Toy Fair, March 10-19, at permanent 
exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U. S. A., 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 


Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters: Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, Col- 
onel, U.S.A. (Ret.) 
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Regional Events 


Ace Stores, convention and exhibit, 
Jan. 28-30, at Stevens Hotel, Chi- 
cago. E. G. Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 

American Hardware Supply Co., Mer- 
chandise Fair and Stockholders’ 
Meeting, Jan. 28-29, at Company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. Wm. 
M. Stout, executive vice-president 
and general manager. 

Coast-to-Coast Stores Central Organi- 
zation, Inc., 39 S.E. Main St., Min- 
neapolis 14, Minn., Annual Meeting, 
Feb. 17-20; Mastercraft Convention, 
April 6-8. 

Cotter & Co., Spring Merchandising 
Show, Feb. 4-5, at the company of- 
fice and warehouse 365 E. Illinois 
St., Chicago, IIl. 

Franklin Hardware & Supply Co., 
annual] convention, Feb. 5, at com- 
pany headquarters, 918-928 No. 
Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron, president and gen- 
eral manager. 

Gift Show (California), Jan. 20-25, 
at the Merchandise Mart, Brack 
Shops, Alexandria and _ Biltmore 
hotels, and individual showrooms in 


Los Angeles. Sponsored by Los 
Angeles Trade Fair, Inc. 
Gift, Toy, Housewares Shows, Feb. 


3-6 at Civic Auditorium, Palace, St. 
Francis and Sir Francis Drake 
Hotels, and Western Merchandise 
Mart, San Francisco; Feb. 17-21, 
Olympic and New Washington 
Hotels, Seattle, Wash.: Feb. 24-27, 
Columbia Athletic Club, Portiand, 
Ore. 

Industrial Distributors’ Mid-year Con- 


ference, Jan. 16-18. Sponsored by | 
the Southern Industrial Association, | 
at the Edgewater Gulf Hotel, Biloxi, | 
Miss. E. L. Pugh, 208 Peachtree | 
Arcade, Atlanta 3, Georgia, secre- 

tary-treasurer. | 

Marshall- Wells Stores Congresses, | 
sponsored by the Marshall - Wells | 
Co., Duluth 1, Minn., at the follow- 
ing places: Duluth, Feb. 11-13; Spo- 
kane, Wash., Feb. 18-19; Seattle, 
Wash., Feb. 20-21; Portland, Ore., 
Feb. 25-26; Billings, Mont., March 
3-4. 

New England Housewares Show, Feb. | 
17-19, in Mechanics Bldg., Boston, 
Mass. Sponsored by the Housewares 
Club of New England. 

Rehm Hardware Co. Spring Dealer 
Convention and Merchandise Ex- | 
hibit, Feb. 12-13, at the company’s | 
warehouse, 1501 Blue Island Ave., 
Chicago 8. 


Sportsmen’s Shows: New England | 
Sportsmen’s and Boat Show, Feb. 
2-10, at the Mechanics Bldg., Bos- | 
ton, Mass. Detroit Congress Sports- | 
men’s and Boat Show (includes an- 
nual Detroit News Travel Show), | 
March 15-23, at the State Fair | 
Grounds, Detroit, Mich. 

Sports, Travel and Boat Show, Feb. | 
29-March 9, at Civic Auditorium, 
San Francisco, Calif. Sponsored by 
California Sports, Travel and Boat 
Shows, Inc., 369 Pine St., San Fran- 
cisco 4. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events | 


Alabama Retail Hardware Assn. Con- 
vention and exhibit, March 30- 
April 1, at Whitley Hotel, Mont- 
gomery, Ala. Mrs. Euna G. Ramsey, 
1926 Fourth Ave., North, Clark 
Bldg., Birmingham, secretary. 

Arkansas Retail Hardware Assn. Con- 
vention and exhibit, Feb. 21-22, at 
Robinson Auditorium, Little Rock. 
Headquarters, LaFayette Hotel. J. 
Wayne Tisdale, 604 Rector Bldg., 
Little Rock, executive secretary. 

Carolinas, Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
at Fairmount Hotel, San Francisco. 
K. B. Jacobsen, 262 Western Mer- 
chandise Mart, San Francisco 3, 
secretary manager. 

Connecticut Hardware Assn., conven- 
tion, Feb. 6, at Hotel Bond, Hart- 
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ford. Ned Russell, Harris Hardware, | 
Southport, secretary. 

Florida Retail Hardware Assn. and | 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. O. 
Box 183, Waycross, Ga. executive 
manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, at Chicago. 
Convention at Sheraton Hotel, ex- 
hibit at Navy Pier, W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
at Murat Temple, Indianapolis, | 
Headquarters, Lincoln Hotel, G. F. | 
Sheely, 333 N. Pennsylvania St., 
Indianapolis 4, managing director. 

Intermountain Assn. convention, Feb. 
11-12, at Boise Hotel, Boise, Idaho 
Leon L. Weeks, 211 Continental | 
Bank Bldg., Roise, secretary. 

Iowa Retail Hardware Assn. conven- 














Model 421 
Standard two-step model 
back rest 
Model .423 (not shown 


model 421 


with forr fit 
same as with 
chromium plated legs step 


Sore lot Mclale Mm clela Mi laelan’ 


Model 420 


The same as 
model 421 
without back 
rest. Model 
422 has chro- 
mium plated 
legs, step 
sides and back 
braces. 


METALOID Step Stools feature the 
“Swing-Exy" rubber treaded steps 
for double duty as a rugged step 
ladder and convenient household 
stool. Available in four handsome 
models. In red, yellow, blue or 
black baked enamel finishes. 


Write for complete, colorful catalog: 


THE METALOID COMPANY 


5815 Kinsman Rd., Cleveland, Ohio 


















NEW 
“VANKEE 


Push Drill No. 45 


Fast—that’s the way 
the NEW “Yankee” 
No. 45 Push Drill 
works. Designed to 
speed drilling in 
wood or plastics. 
Ideal tool for crafts- 
men, hobbyists and 
handymen. Order 
NEW “Yankee” No. 
45 Push Drills from 
your jobber .. . dis- 
play them in this 
colorful Merchan- 
diser ... then watch 
them MOVE FAST. 



























“YANKEE” 
No. 45 Push Drill 


Rugged, depend- 
able drill comes 
complete with mag- 
azine handle and 
yr drill points — 
1/16th to 11/64ths. 
Improved chuck 
locks drill points in 

lace. Flange on 
andle makes handy 
thumb rest. 


Display three No. 
45 Push Drills in 
this eye-catching 
No. 45M Merchan- 
diser. It’s your on- 
the-spot salesman 
that stops customers 
«+ + « makes sales. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


“YANKEE” TOOLS | STANLEY | THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 


Bog US Fer. OM. 











tion and exhibit, Feb. 12-15, at Des 
Moines, Iowa. Sessions,’ Hotel 
Savery; exhibit, Iowa Exhibit Bldg., 
State Fair Grounds. Philip R. Jacob- 
son Mason City, secretary. 

Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 

Michigan Retail Hardwure Assn. con- 
vention and exhibit, Feb. 19-21, 
at Grand Rapids. Sessions, Hotel 
Pantlind; exhibit, Civic Auditorium. 
H. W. Schumacher, 1916 Olds Tower 
Bldg., Lansing 8, manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, at St. 
Paul. Hotel Headquarters, St. Paul 
Hotel. C. J. Christopher, 2110 Nicol- 
let Ave., Minneapolis 4, manager. 

Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
Jefferson Hotel, St. Louis, Harry F. 
Scherer, 1180 Arcade Bldg., St. 
Louis, secretary. 

Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, 1233 Spruce 
St., Boulder, Colo., secretary. 

Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, at 
Omaha. Sessions, Hotel Paxton; ex- 
hibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, secre- 
tary. 

New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
20-22, at the Statler Hotel, Boston, 
Mass. Executive secretary, Russell 
R. Mueller, 185 S. Dartmouth St., 
Boston 16. 

New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
12-14, at Buffalo. Sessions, Statler 
Hotel; exhibit, Memorial Audito- 
rium. N. H. Kiley, Hills Bldg., 
Syracuse 2, secretary. 

North Coast Retail Hardware Assn. 
convention, Feb. 3-5. Multnomah 
Hotel, Portland, Ore. D. D. Stewart, 
714 American Bldg., Seattle 14, 
Wash., secretary. 

North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, at Fargo. Exhibit and meetings, 
Crystal & Avalong Ballroom; head- 
quarters, Graver Hotel. Miss E. J. 
McGrann, 54% Broadway, Fargo, 
secretary. 

Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, at Cleveland. Ses- 
sions, Statler Hotel; exhibit, Public 
Auditorium. John B. Conklin, 198 
So. High St., Columbus 15, secre- 
tary. 

Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, at Municipal Auditorium, Ok- 
lahoma City. Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City, 
secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
hibit, Jan. 22-24, at Bellevue-Strat- 


ford Hotel, Philadelphia. W. Glenn 
Pearce, 1616 Walnut St., Philadel- 
phia 3, secretary. 

Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, at Long Beach. Sessions, 
Wilton Hotel; exhibit, Municipal 
Auditorium A. C. Kammeier, 416 W, 
8th St., Los Angeles 14, secretary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1800 So. Jefferson Ave., 
Sioux Falls, secretary. 

Tennessee Retail Hardware Assn. 
convention, Feb. 17-19, at Nashville. 
Morris Jones, P. O. Box 784, Nash- 
ville 2, secretary. 

Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
at Dallas. Sessions, Baker Hotel; 
exhibit, Baker and Adolphus Hotels. 
Ray M. Souder, 822-23 Texas Bank 
Bldg., Dallas 2, secretary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, at 
Herring Hotel, Amarillo, Tex. M. 
D. Shepherd, Canyon, Tex., secre- 
tary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
at Hotel John Marshall, Richmond. 
George T. Omohundro, Jr., Scotts- 
ville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
at Waldo Hotel, Clarksburg. James 
C. Fielding, 1628 McClung St., 
Charleston 1, secretary. 

Western Retail Implement and Hard- 
ware Assn. convention and exhibit, 
Jan. 14-16, at Municipal Audito- 
rium, Kansas City, Mo. W. J. Shaw, 
3915 Main St., Kansas City 2, secre- 
tary. 

Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, at 
Auditorium, Milwaukee. Headquar- 
ters, Schroeder Hotel. H. A. Lewis, 
Stevens Point, secretary. 





HARDWARE HUMOR 
By Hardware Age 





“Henry's head and the place where 
the pipe goes on the stove are the 
same size.” 
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“=~. take a well balanced sledge 


So well balanced it will spin on a desk 
top. Strikes true . . . swings smoothly. 
Does not mar wedges or other tools on 
the receiving end of the blow. 









..add a hickory handle 


Factory fitted to stay put for a lifetime. 
Stained and waxed for added sales 
appeal. Carries the readily recognized 
Warren Tool trade-mark for brand- 
conscious buyers. 


¢ pack i in a a carton ~@ 


Protects sledges from nicks and 
scratches. Saves time, space and han- 
dling. Makes inventory, shipping and 
storage easier. Complete printed infor- 


mation shows you contents of carton 
at a glance. f =, 


. tg : 
..and you have a complete sales iF 

















package for quick deliveries, “Kn. 


Keep your inventory up to date. Check your stock 
and order today. We will be happy to send you a 
catalog if you need more information. 


TEED 


ward: 


WARREN TOOL CORPORATION 








General Offices. . . Warren, Ohio 
General Sales Offices . . . . 105 W. Adams St., Chicago 3, Ill. 
Export Division . . . . 30 Church St., New York 7, N. Y. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


shelves are 1514x21% in., and the 
overall measurements are 16x22x30 
in. It weighs 16 lb., and there are 
free rolling casters. Suggested re- 





tail price: $6.95. Marshallan Mfg. 
Co., 10700 Berea Rd., Cleveland 2, 
Ohio. 


Table Model Radio 


Here is a new four-tube table 
radio, Model 542T, featuring Arvin 
AC-DC superhet circuit with three 
tubes plus rectifier and automatic 
volume control. Tuning dial is di- 
rect-coupled with variable conden- 
sers and the speaker is an improved 
type Alnico. An extendable type 
antenna is in the back of the cab- 
inet, which is of shatterproof ivory 
with black control and volume 





knobs. 


Measures 
in. Retail price is $15.95. 
Industries, Columbus, Ind. 


814x5 5/16x35% 
Arvin 
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Reel Adapter 


Here is the new Kant-Lash reel 
adapter, a precision engineered gov- 





ernor which is claimed to make 
backlash impossible. No thumbing 
is necessary in casting, and the reel 
acts on a free-action principle with 
Kant-Lash for distance and ac- 


curacy. Easily installed and fits 
nearly all reels. Retail price is 
$2.95. Rene-Craft Products, 54 


Owen’s Bldg., Wilmette, II. 





Carbide Tipped Blade 


This No. 1995 carbide tipped 
blade, for use with the Stanley No. 
199 knife, offers faster, cleaner 
score-cutting of mineral surfaced 
roofing and siding materials. It 
can also be used in the Stanley No. 
1992 trimming knife for two-blade 





action. Packed individually in a 
plastic envelope with instructions. 
Stanley Tools, New Britain, Conn. 





Weed Removing Tool 


Here is a tool designed to elimi- 
nate stooping while removing weeds 


from garden and lawn, called 
“Weedout.” The handle is about 36 
in. long of sanded and varnished 
hardwood with an enamel painted 
top. The cast iron, black painted 





head has double forked prongs, 
2%, in. long, with about 3 in. inside 
the handle held by a nickel ferrule 
Will pull out all kinds of weeds, 
taking the entire root to eliminate 
regrowth. Imperial Cabinet, 202 
New London Ave., West Warwick, 
R. I. 


Can Cover Holder 


Here is the new Tiidee Cover 
Holder for any storage container 
over 15 gal. in size. Particularly 
useful for garbage cans, as it elimi- 
nates the possibility of spilled gar- 
bage or refuse. It holds the cover 





on the container, either closed or 
open, as shown here. Each holder 
comes mounted on a display card. 
Tiidee Products Inc., 1421 Broom 
Lane, Dayton 4, Ohio. 


New Food Freezer 


A new 11 cu. ft. food freezer, 
NA-11J, added to the GE 1952 line 
of food freezers and refrigerators, 
has freezing mechanism and 
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DO YOU SELL ONE OF THESE 
FAMOUS MAKE SPACE HEATERS? 


aot : a 
f > i 





ALLEN’S 
BARNES 
BENNER-NAWMAN 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 
DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 
EVANS 
EVEN-TEMP 
FAWCETT TORRID- 
OIL (Canada) deiaiatibee 
FESS (Canada) We 
FINDLAY (Canada) . 4 
FLOOR-O-LATOR ” : es 
FLORENCE Rg : 
GILLEN N W 
. Cul 
hi YOU CAN EARN EASY 
Canada 
INTERNATIONAL ADDITIONAL PROFITS BY SELLING 


+ AUTOMATIC HEAT CONTROLS 


a Yes, if you sell one of the famous-make space or trailer heaters listed here 


LONERGAN you can offer every customer the luxury of true automatic, thermostatically 
MAGIC CHEF controlled heat! This means easier selling, because you can offer comfort 
MARCHAND (Canada) and convenience equal to the most expensive kind of heating, with no 
MONARCH wasted heat — and substantial fuel savings! 


a What’s more, this easy-to-sell comfort means AppiTionaL Prorits for 
NESCO you. Write now for Bulletin T-2 on A-P Comfort Controls. 

NORGE HEAT 
ORAN 
PERFECTION 
PREWAY 
QUAKER 
QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SIEGLER 

SILENT FLAME 











EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 

transformer. Mechanical thermostat even eliminates wiring! 
SUPERFLAME 


Famous for completely reliable 
DEPENDABLE Controls service... in oil heating... 
gas heating ... refrigeration, 
THERMO-PRODUCTS 


TORRIDAIRE A-P CONTROLS CORPORATION 

















VIKIMATIC 

(formerly Automatic Products Company) 
WASHINGTON FRUGAL 2442 N. Thirty-second Street * Milwaukee 45, Wi i * In Conedo A-P Controls Corporation, Ltd. * Cooksville, Ontarie 
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WHAT'S NEW 








freezer combined in a single unit 
without affecting storage capacity 
or depth, making it narrower in 
width by 1 ft. Capacity is 389 lb. 
and it can fast-freeze up to 60 lb. 
of food in 24 hours. Other features 
include a counter-balanced lid, ad- 
justable temperature control, auto- 
matic interior lighting, and an out- 
side signal light to indicate proper 
functioning. Four new refrigera- 
tor models have also been added to 
the GE line. General Electric Co. 
Major Appliance Div., Louisville, 
Ky. 


New Jar Opener 


For opening all types and sizes 
of jars, glasses, bottles and pry-off 
tops, or for sealing jars tightly, 
this Hidden Jar Opener can be in- 





stalled out of sight underneath the 
cupboard or on shelves. Made of 
heavy gage, nickel-plated steel, and 
complete with installation screws 
and instructions. Pressure is not 
required for opening, and bottle 
caps are removed without bending 
for easy resealing. Retail: about 
79¢. Wilco Products, 15126 Ray- 
neta Dr., Sherman Oaks, Calif. 


Tax Chart 


A new and revised edition of the 
Delbridge Social Security and With- 
holding Tax Chart provides the de- 
ductions required by the new Reve- 
nue Act of 1951. Both withholding 
tax and social security deductions 
are shown on the same line for each 
wage bracket so that both deduc- 
tions may be recorded at once. Pub- 
lished in four editions, for weekly, 
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biweekly, semimonthly and monthly 
payrolls, all including tables treat- 
ing daily and miscellaneous period 
deductions. Chart sells for $3.50. 





Delbridge Calculating Systems, 
2502-10 Sutton Ave., St. Louis 17, 
Mo. 


Raccoon Caps 


A complete line of outdoor fur 
caps, Daniel Boone Raccoon Skin 
Caps, is made by expert craftsmen 
for men, women or children. For 
hunting, fishing or any winter 





sport. Arctic Fur Cap Co., Dept. 
5, 145 W. 45th St., New York 19, 
n. 2. 





New Fishing Rod Series 


A new Premax beginners’ fishing 
rod, Series 1415, has a new style 
wood handle with locking devices 


and ferrules, and oil-tempered blade 
with metal guide and tiptop in 
baked metallic finish, retailing at 
less than $1.00. Another, Series 46, 
introduces a 20-in. turned hardwood 
handle and new reversible drag that 
can be used from the hand- or fore- 
grip, and has an adjustable locking 
line guide. This rod, with its built- 
in 600-ft. capacity reel, comes in 
42, 54, and 60 in. lengths. Other 
new 1952 series are offered, as well 
as a restyled collapsible landing net 
and plastic bags for the rods. Pre- 
max Products Div., Chisholm-Ryder 
Co., Niagara Falls, N. Y. 





Plaster Reinforcement 


Now made in a new, narrow 
width, Keymesh combats cracks and 
separations in plaster at corners 
and joints. In 4, 5, and 6 in. widths, 
it is also used as a reinforcement 
at joints where plaster is applied 
over rock lath, insulating lath, etc., 
and is suited for use above large 
windows and openings. Made in 150 
ft. rolls, it is easily formed and can 
be cut on the job with ordinary 


_ KEYMESH 
REINFORCING 





snips. Shown here is a counter and 
wall display, actually demonstrating 
the use of the product. Keystone 
Steel & Wire Co., Peoria, IIl. 





Magnesium Anode 


Rust and corrosion of working 
parts in closet reservoir tanks can 
be prevented by this magnesium 
anode, which clips on to the over- 
flow pipe and the refill tube with 
brass spring clips. Most of the cor- 
rosion attack is transferred to the 
anode because it is more active 
than metals used in the construc- 
tion of the tank. S. H. Leggitt Co., 
325 High St., Marshall, Mich. 





Screwholding Screwdriver 


A new model screwholding screw- 
driver, Hunter M8, drives small 
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screws in tight places that are hard 
to reach. The Tenite 2 plastic 
handle is long, thin and shockproof, 
and a screw can be securely fast- 
ened to the blade tip by a slight 





push against the screw slot. A 5-in. 
blade of Chromoloy steel is at- 
tached to the 3x7/16 in. handle. 
Blade width is 3/16 in. and tip 
width is .030 in. to fit No. 3 or 7 
screws. R. N. Hunter Sales, 3499 
E. 14th St., Los Angeles 23, Calif. 


Small Extension Lamp 


There is a new miniature exten- 
sion lamp, the Household Handy 
Light, for use as a portable light 
for home or shop. It plugs into any, 
convenience outlet, and uses a 7- 
watt bulb. Features include a pol- 
lished reflector, snap-open lamp 
guard, swivel suspension hook, 
molded-on cap, and 9 ft. of rubber 
cord. Retails at about $1.00. Mono- 
watt, Dept. of General Electric Co., 
Providence 7, R. I. 


New Spinning Line 

One of the new Gladding fishing 
lines is this Platyl stabilized mono- 
filament for spinning, in sizes rang- 
ing from 1.9 lb. test with diameter 





of .0047 in., to 19.8 lb. test with a 
diameter of .0217 in. Line will not 
coil, spring off the spool, or kink, 
and is translucent color, suitable 
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HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad NEEDS 
nets esig lo tong, ig ees glia memee Rengpee ee lone  enge lle and ae a 
this complete, tried and proved line—styles, types and sires 
for domestic, commercial or defense heating requirements. iu 
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ve 
Stylewise, Quelitywise and Pricewise 
The PEERLESS Line is Best for Every 
Heating Requirement—For Smatli 
Homes, Apartments, Housing Projects 
Defense Housing, Churches, Schools 
Motor Courts, Stores, Offices, Shops 


prices teday 


AASRT COTY MERCUANONLE MATT — BUCH | TO WESTERN MECRARO IEE MOTT 
» semtas city ermere: Bae PRAM e | Rote 


PEERLESS MANUFACTURING CORP., ——~- LOUISVILLE 10, KENTUCKY 
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Pisto-Grip BLOW TORCHES 





° 
Features new, safe PistoGrip Hgndle. Drawn 
steel tank has brazed inserts and electrically 
2 seamed bottom. Wall blow-proof pump adds 
COMPOUND KETTLES safety. Available in brass or steel. 
FIRE POTS ” 
SOLDERS - : 
so. aoe =: ~—s«Electric PAINT SCRAPER 
OILERS ‘ The outstanding electric paint scraper on the 
OIL CARRIERS ‘ market. Develops 225 watts, has razor sharp 
scraper blade, and replaceable elements. It 
PAINT POTS e 


sells on sight. Write today for com- 


ACCESSORIES plete catalog. 








MANUFACTURING CO. 
Grove City, Pa. 
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for any type of spinning in fresh 
or salt water. Spools hold 100 yds., 
and six spools are packed in a dis- 
play box. Three other new Gladding 
lines are for bait-casting, salt 
water fishing, and for muskie and 
pike. B. F. Gladding Co., Inc., 
South Otselic, N. Y. 


Aluminum Tension Screen 


The new and improved Durall 
aluminum tension screen has no 
side frames and is put up from in- 


side. Two side clamps lock the 
screen into place at the bottom, and 
the clamp being on the screen elimi- 
nates hardware on the window sill. 
The top bracket has also been im- 
proved. New York Wire Cloth Co., 
New Canaan, Conn. 





Stove, Table Pad Deal 


Offered free with Pro- Tex As- 
sortment 1157 of Linen and Royal 
Anthurium all-purpose stove and 





table mats, is this Mighty Mite all- 
metal display rack, holding 12 popu- 
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lar size mats. Assortment 1157 in- 
cludes: six each Linen mats in sizes 
18x20 in., 154x200 in., and 14x17 
in., in red, gray and yellow; six 7 in. 
round, in red and yellow; three 7x7 
in., in gray; one Royal Anthurium 
mat, size 18x20 in.; one 1514x20 in.; 
one 14x17 in., and three 7x7 in. 
Ballonoff Metal Products Co., 2536 
Euclid Ave., Cleveland 15, Ohio. 





Toy Jet Plane 


This new toy plane, No. 6550 Jet- 
wirl, has a propeller that spins with 
the wind and a silk-screened motor 





and pilot hood. Other realistic fea- 
tures include landing gear, swept- 
back wings and wingtanks. Retail: 
69¢. Nosco Plastics,.17th and Cas- 
cade Sts., Erie, Pa. 





Self-Spray Lacquer 


Here is a new self-spray lacquer 
that is available in either appliance 
white or black. It is sprayed by 


Tra Ke 


sup spaav 


LACQUER 


Ne Gems - Mw Gort 
Ne ey 


Hears the trigger and Of 





pressing the trigger, and dries in 
10 minutes. Plasti-Kote, Inc., Dept. 
CR, 425 Lakeside Ave., N. W. Cleve- 
land 13, Ohio. 






Plastic Garden Hose 


Here is a new line of vinyl plastic 
hose, the Featherweight Garden 
Hose, with all brass fittings and 
packed in 25- and 50-ft. lengths. 
Hose will not crack, peel, or warp, 
has free flow, and is light and flex- 
ible for easy handling. Available in 
red and green, the hose coils carry 





selling labels and a five year guar- 
antee. Herculean Appliance Corp., 
12 W. 37th St., New York, N. Y. 





Chopping Block 


Here is a handsome laminated 
chopping block, made of heavy end- 
grain hardwood, that measures 
11x11x2 in. It is mounted on sturdy 
turned legs, and can be used for 
chopping, pounding and even cleav- 
ing meats, poultry, vegetables, etc. 





Individually packed and retailing 
for $5.95. E. L. Bruce Co., Mem- 
phis 1, Tenn. 


Plastic Table Settings 


Added to the Burrite-Ware line 
of plastic housewares is “Desert 
Tones,” in pastel shades of tur- 
quoise, coral, chartreuse, and gray. 
Available in 5-, 7-, or 10-in. fruit 
and salad bowls, individual salt 
and pepper sets, serving dish, in- 
dividual partitioned service plates. 
10- and 16-oz. tumblers, and large 
beverage pitcher. Burroughs Mfg. 
Corp., 3831 Verdugo Rd., Los An 
geles 65, Calif. ~ 
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Cook Book Series 


The first in a planned series of 
six cook books is this “Margaret 
Mitchell’s Mealtime Magic,” on 
meat and poultry cooking, by the 
director of Wear-Ever’s home eco- 
nomics. It retails for about 79¢. 
The second book, on desserts, will 





be available shortly. Aluminum 
Cooking Utensil Co., New Kensing- 
ton, Pa. 





Window Fans 


Added to the International line 
of window fans is this 20-in. Mode] 
C-20K, shown here, powered by a 
two-speed motor. It moves more 
than 3500 cu. ft. of air per minute, 
and fits any window up to 44 in. 
wide. A 24-in. model, 224K, has 
24-in.- cloverleaf blades that move 
more than 4200 cu. ft. per minute 
and fits any window up to 40 in. 
wide. Both models feature exclu- 
sive “Spring-Suspension” to elimi- 





nate motor hum and blade vibra- 
tion. International Oil Burner Co. 
Spring and Park Aves., St. Louis 
10, Mo. 





Slip Joint Ignition Plier 

An improved version of the 
small, 5-in. slip joint ignition plier 
is this new Utica No. 517-5 in. 
The handles are heavier for extra 
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strength and more comfort. The 
plier is designed for delicate work 


on ignition systems or small parts, | 


but is so tough it will spring before 





breaking. Utica Drop Forge & 
Tool Corp., 2415 Whiteboro St., 
Utica 4, N. Y. 


Cooking Ware Line 


A new line of cooking ware, the 
Francois line, is genuine leadless 
terra cotta ware that will not ex- 
pand with heat, being suited for 
open flame cooking. Utensils retain 
heat so that food may be served di- 
rectly from the casserole, and are 
easily cleaned. Available in low or 
high stock pot and cover, Paris or 








Swiss casserole and cover with han- 
dle, and baking dish, all in a variety 
of sizes. Robinson Clay Product Co., 


Second National Bldg., Akron 9, | 


Ohio. 


Wide Clearance Grinder 


Here is a new line of wide clear- | 


ance type grinders in 6, 7, and 8 in. 
sizes, that features wide clearance 
between the wheels and motor 
frame. Motor frame has a smaller 


diameter than the grinding wheel, | 


allowing long objects to be pressed 
against both grinding wheels with- 
out touching the motor frame. 
There is also a capacitor type motor 
in single phase units that will not 
burn out, heavy cast iron guards, 








LAO DEE A, 























~ METAL TREAT 


ww HE MAKERS OF \ 








For prices and sample, write 


W. M. BARR & CO. 


| 2342 S$. Lauderdale, Memphis, Tenn. 
































( Here's the one that ) 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 








dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS pur it WORKS BETTER. 
Tl A 






Most dealers report: @Q; 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 


doubling, year after DONALD 








year.” What's more, ous 
Durham’s Rock- Bes telens 4 





Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
1-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 











WHAT'S NEW 








and horizontally and vertically ad- 
justable tool rests. Bulletin No. 353 
describes the line. Baldor Electric 


shaped cork, and fore grip of gray 
tenite. Lengths are 3, 3%, 4, 5, and 





Co., 4851-67 Duncan Ave., St. Louis 
10, Mo. 





Plastic Sealing Strip 


Here is a new white vinyl] plastic 
sealing strip, Sani Tub-Seal, which 
allows anyone to make quickly and 
easily a neat waterproof seal 
where the wall and bathtub meet. 
It is greaseproof, stainproof and 
easily wiped clean. Packed in a kit 
that contains 15 ft. of sealiny sirip, 
special Sani Tub-Seal cement in an 
applicator tube, and easy instruc- 





tions. Kit retails for $3.50. Cass 
Products Co., 6127 N. Cicero Ave., 
Chicago 30, IIl. 


Bait Casting Rod 


This No. 900 American Com- 
mando bait casting rod has a solid 
laminated tip in a clear finish with 
red silk windings and trim. It is 
mounted with stainless steel guides 
and tip top, and the die cast alumi- 
num alloy handle has offset reel 
seat. There is also a lighting 


plunger reel fastener, main grip of 


66 


5% ft. True Temper Corp., 1900 
Keith Bldg., Cleveland 15, Ohio. 





Telephone Shelf 


Here is a handy new two-level 
telephone shelf, called Handi-Shelf, 
No. 250HS, made of strong polished 





presdwood and framed in wood. 
It measures 14x11x121% in., and can 
be painted or finished in any color 
or style. Retails for $2.98 in the 
eastern zone. E-Z-Do, 261 Fifth 
Ave., New York 16, N. Y. 


Flush Tank Cover 


This flush tank cover prevents 
drops of water from collecting on 
the outside wall and provides an 
air pocket between the cold wall of 
the tank and the warm air of the 
room. There are two styles—one 
which encloses the tank completely 
by means of elastic bands, and the 
other designed to fit tanks fastened 
directly to the wall, with special 











suction cups attached. Comes in 
three colors or natural. Retail 





prices are from $1.50 to $2.00. 
Dobeler Products Co., Monroe, 
Ohio. 





Large Grit Box 


This new Premier grit box has a 
40-lb capacity and a 24-in. long, 





double trough. It is made of heavy 
galvanized steel throughout, and a 
sliding top makes filling easy. Na- 
tional Ideal Co., Toledo, Ohio. 





Toy Automatic Gun 


Here is an automatic toy gun, 
the Durlan 20-30, with a revolving 
ammunition drum that fires 20 
plastic bullets at one loading. Dur- 
ably constructed of gun-black ace- 







tate plastic, it is 25% in. long and 
inspired by the British ‘“Tommy- 
Gun.” Packed in a box simulating 
an official wooden gun case. Retail 
price is $3.98. Revell Toys, 212 N. 
Western Ave., Los Angeles 4, Calif. 


(Resume reading on page 13) 
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70 HELP YOU SELL | 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


how to display and demonstrate 
power mowers, discusses the power 
mower market, and illustrates and 





it's easier to 


SELL WITH 


EVERSHARP 


POWER 
MOWERS 




















describes each of the four Ever- 
sharp power mower models and 
sizes, and the three hand mower 
models and sizes. Mower assem- 
bling instructions, parts price lists 
and advertising helps are also in- 
cluded. Available free from Mid- 
west Mower Corp., 1006 Olive St,. 
St. Louis 1, Mo. 





Radial Arm Saw Catalog 


This 12-page catalog describes 
the complete line of Delta radial 
arm saws. Complete specifications 





of all four models are given, and 
special accessories for the saws, 
such as moulding cutter head sets, 
drill press attachment, mortising 
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ASCO 


will bring 




















Felli Fan Sales 
More, and more 


profitable Fan Sales 


FASCO’s news for '52 


will be announced at the 
Housewares Show in 
Chicago (Booth 229-231) 


MITH MFG. CO., 


la KY as tis ctrtisd Inc. 


ROCHESTER 2, N.Y. 



























HONEST ABE 
RS 


YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw Products 


@CAP AND SET SCREWS 
@ SOCKET SCREWS 
e TAPER PINS © NUTS @ STUDS 
@ They’re Quality Made to be Trouble Free 
@ They’re better packaged for easier stock 
room service 
@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” from 
your HARDWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2809 Washington Blvd. * Bellwood, III 

























Stratafle 


non: 
freezing 







hydrants 


Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off valve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
bulletin 303. 





PRODUCTS, INC. 


FORT WAYNE, 
INDIANA 

















TO HELP YOU SELL 








attachment and dado head set, are 
clearly illustrated. Delta Power 
Tool Div., Rockwell Mfg. Co., 600 
E. Vienna Ave., Milwaukee, Wis. 





Electric Clock Display 

Six kitchen clocks and eight 
alarms can be shown on this new 
Telechron electric clock Dual Time 
Table. It is made of sturdy metal 
with green finish, and both top and 
bottom sections revolve easily. 
Available to dealers for $17.50, and 
without additional cost Telechron 
electric clocks are included to cover 








the initial cost of the display. 
Telechron Dept., General Electric 
Co., Ashland, Mass. 


Lamp Wiring Booklet 


A 16-page booklet, “How to Wire 
Lamps,” shows how to use Mono- 
watt’s Improv-a-Lite to wire lamps 
for three-way lighting, as well as 
modernizing old lamps and making 
new lamps. It is attractively printed 
in two colors, measures 3144,x41j in. 
and has 27 illustrations. Available 
at no charge, one per Improv-a-Lite 
ordered, and offered separately at 
$1 per 100. Monowatt, Dept. of 
General Electric Co., Providence 7, 
i. 2 


Pump Catalog 


A 64-page catalog, covering the 
entire Lancaster line of pumps, also 
releases the first complete data on 
the new Sub-Aqua_ submersible 
pumps. Capacity tables, including 
h.p. ranges and tank sizes are given 
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for the Lancaster systems, and the 
line of water well equipment and ac- 





cessories is also described. The 
catalog is durably bound, conve- 
niently tab-indexed and thoroughly 
illustrated. Lancaster Pump & Mfg. 
Co., Inc., Lancaster, Pa. 





Anti-Rust Bulletin 


A new application bulletin, 136- 
11, describes Rust-Cure anti-rust 
paint. Rust-Cure can be applied on 
rusted surfaces without wire-brush- 
ing, scraping or sandblasting, seals 
rusted surfaces and retards further 
rusting action. Available in black, 
aluminum and clear, and can be ap- 
plied by brush, dip or spray meth- 
ods. The Monroe Co., Inc., 10708 
Quebec Ave., Cleveland 6, Ohio. 


Salt and Pepper Gift Box 
This Blue Magic glass salt and 
pepper set is packaged in a new 
gift box. The set includes a funnel 
for refilling shakers and the life- 



















moisture - asborbing Blue 
Magic Crystal cap. Minimum order 


time 


is 12 sets. Fair traded at $2.50. 
Luce Mfg. Co., Groton, Vt. 


(Resume reading on page 14) 
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* KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and filling 
yarn. Packaged 5% ft., 
6 ft., and 100 ft. to the 
box, in widths of 7%”, 
1”,1%” and 1%”. 





* QUIK FLAME SETS 


The same Quik flame wicking 
that has proved popular in 
continuous lengths is now 
available in crimped sets to 
fit all standard 8” range 


of 4 oversize (1” wide) 
wicks. 


burners. Packaged in sets é. . 
+ 
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R/M WICKS... 
an all-star line 


Shown here are the five good 
reasons folks buy and rebuy R/M 
wicks. For stellar performance, 
for a good profit margin, ask 
your jobber for R/M .. . the pick 
of the wicks. 


RAYBESTOS-MANHATTAN, 


ASBESTOS TEXTILE DIVISION @ MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, $.C. 





RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Coverec 
Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products * Bowling Balls 


Equipment « Brake Linings ¢ Brake Blocks « 


* WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. The 
only glass wicking woven with a 
wire core in every strand to pro- 
tect the burning edge. Packaged 
514 ft., 6 ft., and 100 ft. to the box 
in widths of 7%”, 1”, 11%” and 15%”. 









* QUIK FLAME 







The most efficient kindler ever developed for 
range burners. Patented open mesh construction 
provides best possible results with distillate 
oils. The extra-heavy wire core yarn keeps the 
kindler upright in the burner channel. Glass 
yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 7” 
and 154” wide. 


































* TRI-WYR 


This is an extra-sturdy 
woven asbestos wick, 
containing a brass wire 
core in every strand. 
There are also three 
heavy reinforcing 
wires in the lower half 
of this wick. Fits all 
range burners. Pack- 
aged 51% ft. to the 
box, 7%” wide. Also 
100-ft. rolls, boxed 
or unboxed. 
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1951 Called Banner Toy Year; 
See Greater Demand in ’52 


Production and sales of 
toys in 1951 will likely sur- 
pass all previous years, it 
was predicted at the 35th 
annual meeting of the Toy 
Manufacturers of the U.S. A., 
Inc., at the Park Sheraton 
Hotel, New York City, Dec. 
19 and 11. Toy demand will 
be even higher in 1952, but 
availability of toys will de- 
pend upon materials supplies. 

William A. Wenner, All 
Metal Products Co., Wyan- 
dotte, Mich., retiring presi- 
dent of the association, said 
that volume for 1951 would 
likely exceed $330 million at 
the manufacturers’ level or a 
10 pet increase over 1950. 
Plastic toy sales, at manufac- 
turers’ value, are expected to 
total more than $45 million 
for 1951. 

Judge Harold C. Kessinger, 
speaking of runaway infla- 
tion and the dangers of 
World War III, said that win- 





ring such a conflict could so 
weaken us that we would 
have nothing left. He warned 
that devaluation of currency 
never solved any problems, 
urged more attention to the 
importance of voting and 
said that citizens should in- 
form their representatives in 
government of their wishes 
and opinions. 

“Wholesale Toy Merchan- 
dising Today” was the sub- 
ject of Rollin Shulberg, presi- 
dent, Schranz & Bieber Co., 
New York City, toy whole- 
salers, who outlined the func- 
tions and services of a whole- 
saler. He urged that retail 
outlets handle toys on a full 
year basis with a wide va- 
riety to meet the specialized 
needs of children at each age 
level. “When an effort is 
made to inform sales persons 
about the importance of dif- 
ferent types of toys in child 
development at each level and 





a variety of toys is promoted 
with this service objective, 
sales frequently are doubled 
or better,” he declared. He 
urged that manufacturers 
consider standardization of 
packaging to eliminate the 
necessity of considerable re- 
packing for resale to retail 
outlets. Recommended was the 
packing of $1 items in car- 
tons of 12; $2 sellers in car- 
tons of six; $3, $4, and $5 
items in cartons of three and 
items priced above $5 in in- 
dividual cartons. 

Robert H. Greenwell, act- 
ing chief, Toy and Miscella- 
neous Section, Consumer 
Durable Goods Division, Of- 
fice of Price Stablization, 
told of price regulations af- 
fecting manufacturers’ prices 
on toys. He warned of the 
need for filing complete data 
when requested and ex- 
pressed the desire to meet 
with members of the toy 
manufacturers in 1952 to dis- 
cuss the industry’s problems. 

Today’s World — Tomor- 
row’s Peace was the topic of 


(Continued on page 78) 


Shia pai cl 


New officers of the Toy Manufacturers of the U.S. A., Inc. In the photo, left to right are: 
Bernard H. Baum, assistant treasurer; Vaughan D. Buckley, treasurer; William A. Wenner, 
retiring president and member of advisory board; R. B. M. Barton, vice-president; Norman 
G. Wintermantel, new president; Fred W. Doepke, vice-president, and Horatio D. Clark, 
secretary. 
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Executive Secretary for 

Home Laundry Group 
John J. Reinecke has been 

appointed executive secretary 


of the American Home Laun- 
dry Manufacturers’ Associa- 





JOHN J. REINECKE 


tion, Chicago, IIll., it was 
announced by George P. Cast- 
ner, president of the organi- 
zation and general manager 
of Beam Mfg. Co., Webster 
City, lowa. Mr. Reinecke was 
engaged in advertising, mar- 
keting and management ac- 
tivities before serving as 
executive secretary of the 
Wood Office Furniture Insti- 
tute. 


Schoelikopf Co. to 
Distribute Norge Line 
The Schoellkopf Co., hard- 
ware wholesaler, 806 Jackson 
St., Dallas 2, Tex., has been 
appointed distributor of 
Norge refrigerators, ranges, 


washers, etc., in northern 
Texas, from the Louisiana 
border to the New Mexico 
border. 


Assistant Sales Head 
For Barcalo Tools 


Bruce Briggs has been ap- 
pointed assistant sales mana- 
ger of the tool division of 
Barcalo Mfg. Co., 225 Louis- 
iana St., Buffalo 4, N. Y. Mr. 
Briggs joined the firm in 
1946, and has served in sev- 
eral divisions. 
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Degnan Heads New Sales 
Area for Martin-Senour 


J. R. Degnan has been pro- 
moted to the managership of 
the newly created north cen- 
tral trade sales district of 





J. R. DEGNAN 


Martin-Senour Co., 2520 S. 
Quarry St., Chicago, IIl. 
Mr. Degnan joined the 
firm in 1939 as a sales rep- 
resentative in the automotive 
finishes division, and later 
became assistant to the man- 
ager of that division. In his 
new post, he will be respon- 


sible for supervision of the 
sales and distributing or- 
ganization of Martin-Senour 
in the new district, com- 
prised of Chicago, northern 
Illinois, Indiana, northern 
Ohio, Minnesota, and parts 
of Wisconsin and Missouri. 





Henry Named Sales Head 
For United Lacquer 


Melvin J. Henry has been 
appointed general sales man- 
ager of the United Lacquer 
Mfg. Corp., 1001 W. Eliza- 
beth Ave., Linden, N. J., to 
supervise distribution, mer- 
cnandising, market develop- 
ment and customer service 
for the firm. He was formerly 
connected with R. H. Macy 
& Co., for 22 years. 





Gadsden Hardware Co. 
Closes Retail Store 


Gadsden Hardware Co., 
Inc., 116 Broad St., Gads- 
den, Ala., has announced the 
closing of its retail store on 
Dec. 31, 1951, and will here- 
after confine its entire efforts 
to wholesale distribution. 








Plan Production to Prevent More Controls, 
Metal Situation Tight, Cutlery Group Told 


The metal situation as af- 
fecting the cutlery manufac- 
turing industry was the sub- 
ject of a talk by Harry J. 
Holbrook, director of the 
Consumers Durable Goods 
Division of the NPA, at a 
business meeting of the 
American Cutlery Manufac- 
turers Association, at the 
Commodore Hotel, New York, 
N. Y., on Dee. 5. 

Mr. Holbrook urged that 
association members plan 
production in such a way that 
further controls would be un- 
necessary, as there was little 
chance for any increase of 
copper, tin, and nickel sup- 
plies to meet increased de- 
mand. He said that a general 
improvement in the alumi- 
num situation by the third 
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quarter of next year is indi- 
cated. 

Walter H. Voos, Voos Co., 
New Haven, Conn., is the re- 
cently elected president of 





WALTER H. VOOS 


=o 


Set April 6-10 As Southern 


Hardware Convention Dates 


The 102nd Semi-Annual 
Convention of the American 
Hardware Manufacturers 
Association and the 61st An- 


nual Convention of the 
Southern Wholesale Hard- 
ware Association will be 


held jointly: in Palm Beach, 
Fla., during the week of 
April 6, 1952. The opening 
session will be on the eve- 
ning of Monday, April 7, and 
the adjournment on April 10. 
Headquarters of both as- 
sociations will be at the Palm 
Beach Biltmore, and cooper- 
ating hotels are the White- 
hall and the Mayflower. 
Reservations should be ad- 
dressed to the hotels di- 
rectly. 
Forms filing of 
advance registrations’ will 
be mailed to member com- 
panies on Feb. 8, 1952, and 


for the 


must be returned by Mar. 19 
in order to be included in the 
advance registration direc- 
tory. Registration at the 
convention begins at 10 a.m. 
Sat., April 5, and continues 
until 4 p.m., for members of 
both associations and manu- 
facturers agents included in 
the advance _ registration. 
Registration for others will 
be resumed at 10 a.m. Sun- 
day, April 6. 

Further information can 
be obtained from Arthur L. 
Faubel, secretary-treasurer, 
American Hardware Manu- 
facturers Association, 342 
Madison Ave., New York 17, 
N. Y., or from T. W. Mec- 
Allister, managing director 
of the wholesalers’ group, 
814 Metcalf Bldg., Orlando, 
Fla. 











the American Cutlery Manu- 
facturers Association, for- 
merly known as Associated 
Cutlery Industries of Amer- 
ica. Other officers are: vice- 
president, J. O. Woodsome, 
Iamson & Goodnow Mfg. Co., 
Shelburne Falls, Mass.; trea- 
surer, George J. Michel, H. 
Boker & Co.; New York, 
N. Y. Lewis D. Bement, Deer- 
field, Mass., is executive- 
secretary. 

Directors of the Associa- 
tion include: A. Edward Allen, 
Utica Cutlery Co., Utica, 
Joseph D. Gallery, 
Russell - Harrington Cutlery 
Co., Southbridge, Mass.; Ed- 
ward Marder, Ekeo Products 
Co., Chicago, Ill.; and John 
O’Kain, W. R. Case & Sons 
Cutlery Co., Bradford, Pa. 

It was also announced at 
that meeting that, after a 
one-year lapse, National Cut- 
lery Week will be held again 
in 1952, scheduled for May 
4.12, The association will 
prepare display aids for deal- 
ers, and urge the planning of 
cutlery window displays. 


R. A. Kennedy Joins Lee 
Hardware Co. as Buyer 


R. A. Kennedy has been ap- 
pointed buyer for Lee Hard- 
ware Co., Ltd., Lee Bldg., 
Shreveport, La., succeeding 
‘the late Julian Ostendorff. 

Mr. Kennedy got his first 
hardware experience in a re- 
tail store in southern Ar- 
kansas, and then for five 
years was associated with 
Ogilvie Hardware Co., Inc., 
wholesale hardware firm in 
Shreveport. He later served 
with Orgill Bros. & Co., a 
wholesaler, Memphis, Tenn. 


Heads Eastern District 
Sales for Vita-Var 


Raymond S. Kerin has been 
appointed eastern district 
sales manager for Vita-Var 
Corp., paint manufacturer in 
Newark, N. J. Mr. Kerin will 
supervise and develop trade 
sales in New Jersey, New 
York, Pennsylvania, Dela- 
ware, Maryland and Wash- 
ington, D. C. 















































































McElroy Heads Roand Chain Group on West 


Coast; Round Calif. 


William J. 
been appointed president of 
the West Coast companies of 





WILLIAM J. McELROY 


Round Associate Chain Com- 
panies, including Seattle 
Chain & Mfg. Co., Seattle, 
Wash., and Portland, Ore.; 
Round California Chain Co., 
So. San Francisco, and Round 
Los Angeles Chain Co., Los 
Angeles, Calif. Mr. McElroy 
will also continue as general 
manager of Seattle Chain & 
Mfg. 

The appointment of Arthur 
H. Luchs, general manager, 
as vice-president of Round 





ARTHUR H. LUCHS 


California Chain Co., has also 
been announced. 

Mr. McElroy has been in 
the chain business since 1917, 
when he was made manager 
of the Virginia Chain Co. He 
later represented Cleveland 
Chain & Mfg. Co. in New 
England and northern New 
York, and in 1920 was named 
vice-president and_ general 
manager of Seattle Chain & 
Mfg. Co., acquired at that 
time by the Round group. Ten 
years later he was also 


72 


McElroy has 


Chain Advances Luchs 


named vice-president of the 
newly organized Round Cali- 
fornia Chain Co. Mr. McE]- 
roy has served as president 
of the Manufacturers’ Assn. 
of the State of Washington, 
and the Steel Manufacturers’ 
and Wholesalers’ Golf Assn. 

Mr. Luchs has been asso- 
ciated with the Round organi- 
zation since 1927, at which 
time he was employed by 
Seattle Chain & Mfg. Co. He 
has been general manager of 
Round California Chain Co. 
since 1930, when the firm was 
started and will continue in 
this capacity. 





Skilsaw, Inc., Moves 
Seattle Branch 


The Seattle, Wash., branch 
of Skilsaw, Inc., 5033 Elston 
Ave., Chicago, IIl., has opened 
new quarters as 818 Johns 
St., Seattle, as part of the 
firm’s factory branch expan- 
sion program. 

The move to the 4,000 sq. ft. 
location is one of several 
moves made by a number of 
Skilsaw branches in the past 
year, due to an increasing use 
of portable power tools. 

The Seattle branch serves 
most of Washington, all of 
Montana and the northern 
part of Nevada. A sub-branch 
is maintained in Spokane. 
The Seattle unit is managed 
by Henry Linder. 


Perfection Salesmen 
Meet in Cleveland 


Salesmen of the Perfection 
Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, arrived in 
Cleveland from all over the 
country and Hawaii for a 
five-day sales convention on 


Dec. 17-21, at the Hotel 
Cleveland. Company sales 
managers from the’ seven 


regional offices met in Cleve- 
land on Dec. 13, for a three- 
day pre-convention meeting. 

Salesmen were made ac- 
quainted with the company’s 
1952 appliance line, and sell- 
ing plans. 


American Hardware Co. 
1952 Toy Promotion 
American Hardware 
Supply Co., Pittsburgh, Pa., 
has made available to dealer 
members nearly a_half-mil- 


News of the Trade 





lion copies of its 1952 24-page 
rotogravure Toy and Gift 
Catalog for distribution to 
consumers. Accompanying the 
catalog were kits of Christ- 
mas window and store dis- 
play material for use by each 
store. 

Approximately 300 toy and 
gift items were presented 
in the booklet, 50 of them ty- 
ing in with Life magazine 
advertisements on ‘‘Buy 
American Made Toys,” and 
identified as such. The cata- 
log has many life-like illus- 
trations of toys and gifts, and 
half the book is devoted to 
full color reproductions, the 
rest being monotone. 

All items in the Toy and 
Gift Catalog are clearly and 
attractively priced for deal- 
ers on a complete duplicate 
set of price cards in each kit. 
The kits also offered display 
suggestions for Christmas 
trimming. 


C. N. Schuh Heads Shovel 
Sales for Magor Car Co. 


Charles N. Schuh has been 
named to assume the man- 
agement of the shovel sales 
division of Magor Car Co., 
£0 Church St., New York, 
N. Y., maker of hand shovels. 
Mr. Schuh succeeds the late 
R. H. Madden. 





Miller Heads Bendix 
Dryer Sales Promotion 


Raymond E. Miller has 
been named dryer sales pro- 
motion manager for the Ben- 
dix Home Appliances Div., 
Aveo Mfg. Corp., South Bend 
24, Ind. For the past five 
years Mr. Miller was with 
Westinghouse Electric Corp., 
at Mansfield, Ohio, recently 
as sales training and promo- 
tion manager, and prior to 
that as a district promotion 
manager at Newark, N. J. 


Booklet Tells of Heil 
Co's. 50th Anniversary 


The 50th anniversary of 
The Heil Co., Milwaukee 1, 
Wis., was recently climaxed 
with the mailing of an at- 
tractive 20-page booklet, de- 
scribing company history, 
policy, facilities, and product 
lines, to friends and custom- 
ers. The booklet presents the 
Heil story in a concise man- 
ner, and is generously illus- 
trated. 


Master Metal Products 
Names Sales Managers 


Judge B. Miller has been 
named metropolitan New 
York sales manager for 
Master Metal Products, Inc., 





JUDGE B. MILLER 


291 Chicago St., Buffalo 4, 
N. Y., covering the metro- 
politan area, Long Island and 
northern New Jersey. Hunter 
V. R. Nicol was appointed 
midwestern sales manager for 
the firm, in Chicago, northern 
Indiana and Wisconsin. He 
succeeds Robert Quandt, who 
has been transferred to the 
Pacific Coast, to cover Cali- 
fornia, Oregon and Washing- 





HUNTER V. R. NICOL 


ton. Mr. Quandt will devote 
his entire time to servicing 
hardware wholesalers. W. C. 
Newton will continue to han- 
dle other classes of trade. 


Pittsburgh Plate Glass 
Sales Promotion Head 


George B. Motheral has 
been named manager of glass 
advertising and sales promo- 
tion for Pittsburgh Plate 
Glass Co., 632 Duquesne Way, 
Pittsburgh Pa., succeeding 
Richard W. Dittmer. 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 





Customers buy Federated Gardiner brand Acid Core Solder 
because they know the product from national advertising 


and national reputation. 


They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 


work easier and faster. 


All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 
suited for joining copper, brass, steel and 
other solderable materials. Listed by 


Underwriters’ Laboratories, Inc. 










elas 


The familiar blue package is easily 
recognized . . . easily moved. 


Stock it and see. 














AMERICAN SMELTING AND REFINING COMPANY «+ 123Rp STREET AND INDIANAPOLIS BLVD. + WHITING, INDIANA 
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ount the 
Advantages when 
you Concentrate on 





SPRINKLING 
EQUIPMENT 


THRU JOBBERS ONLY 


Here’s why it pays to feature just 
4 or 5 different Allenco sprinklers, 
with nozzles and accessories — 





























@ You choose just the items that sell best for you! 
@ You are more certain of prompt, ample delivery! 
@ Your mats feature just one brand, pull better! 
@ Your display is more compact, more forceful! 
@ With less variety, your personal selling is faster! 


@ You tie-in with the biggest Allenco advertising! 


WIDE SELECTIONS INCLUDE — 





RING—AIl heavy sheet 
brass, crimped all 
around at two points 
- +. guaranteed to hold 
under any municipal 
pressure. Fine spray, 
covers more crea. 


JUSTRITE — new model 
of the most widely 
used nozzle! Factory- 
tested at 50-lb. pres- 
sure. Rugged, reliable, 
right-priced, nationally 
advertised. 


PARKSIDE — today’s 
greatest sprinkler value/l 
Adjustable for large, 
small or irregular plots, 
spray or stream, sta- 
tionary or rotating. 
chrome fittings, 2-tone. 


+ ORDER FROM YOUR JOBBER NOW 


If he hasn’t enough selection of Allenco sprinkling 
equipment, write for names of jobbers in your area. 


ESTABLISHED 1887 


— CEPA NEN 


Manufacturing Co. 
CHICAGO 6 + NEW YORK 7 
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Paul H. Hill Becomes Sales Vice-President 
For Nesco; Was Formerly Director of Sales 


Paul H. Hill has_ been 
elected vice-president in 
charge of sales for Nesco, 
Inc., 201 N. Michigan Ave., 


| Chicago 1, Ill. 








Mr. Hill has been director 
of sales for the firm for the 
past year, and he will con- 
tinue over-all direction of 
sales for Nesco’s housewares, 
electrical, and stove and 
heater divisions. He has 
served as principal sales ex- 
ecutive for several corpora- 
tions and has acted as sales 
counsel in New York to a 
number of others. 

Before joining Nesco, Mr. 
Hill was vice-president and 
general manager of the Men- 
gel Co., and prior to that was 
general sales manager of the 


Bigelow-Sanford Carpet Co., 
He has also held the position 
of director of sales and ad- 
vertising for Schick, Inc. 





PAUL H. HILL 








District Sales Heads 
For GE Receiver Dept. 


Three new district sales 
managers have been an- 
nounced for the General 
Electric Receiver Depart- 


ment, Syracuse, N. Y. 

R. M. Bruce, formerly dis- 
trict sales manager for cen- 
tral New York, will cover 
Detroit, Fort Wayne, In- 
dianapolis, and Terre Haute 
from headquarters in De- 
troit, Mich. David T. Good- 
hart, with headquarters in 
Minneapolis, Minn., — will 
cover Minneapolis, St. Paul, 
Mankato and Fargo. Francis 
Hanlon has been named to 
central New York area, in- 


cluding Buffalo, Syracuse, 
Utica, Albany and Pough- 
keepsie. 





Keirsey, Ramage Join 
Perfection Stove Sales 


J. J. Keirsey has been ap- 
pointed salesman in the At- 
lanta, Ga., sales district for 
Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio, 
and R. O. Ramage was 
named salesman in the St. 
Paul, Minn., district. 

Mr. Keirsey, who was for- 
merly branch manager of 
Line Material Co., has also 
been associated with Rural 
Electrification Administra- 
tion in various capacities. In 
1946 he started his own busi- 
ness, selling appliances, wir- 
ing houses and performing 
engineering duties for a firm 





in Missouri. He maintains 
his new headuarters in Mem- 
phis, Tenn. 

Mr. Ramage worked as a 
wholesale appliance salesman 
in Minnesota and Montana 
for seven years, and in his 
new position will handle 
Montana and western N. Da- 
kota for Perfection Stove. 


Arnall Heads District 
Sales for Thor Corp. 


C. J. Arnall has_ been 
named Philadelphia district 
sales manager for Thor 
Corp., 2115 S. 54th Ave., Chi- 
cago 50, Ill., home laundry 
appliance manufacturer. He 
succeeds Arthur Jordan, who 
resigned recently. 

Mr. Arnall has been Thor 
manager of the Richmond, 
Va., sales district for the last 
year. Prior to that, he has 
served as sales manager in 
both distributor and retail or- 
ganizations. 





Cc. J. ARNALL 





HARDWARE AGE, DECEMBER 27, 1951 
























W. K. Sc 
To Auto’ 

William 
been nam 
president 





WILLL 


manager 
Oaksville, 
bathroom 
sories. 
Mr. Sct 
the comr 
assistant 
during th 
sonnel di 


Yankee 
Fete WI 


For th 
party, th 
men ent 
New E 
hardware 
in the I 
the Hote 

There 
present f 
ner, the 
guests 1 
mately 9 
of the eve 
Universi 
tertained 
Christme 
ish, afte 
repeated 
chorus 1 
ovation | 

Comm: 
tertainm 
Rockwell 
sted, Am 
ware, al 
Skilsaw. 

The Y: 
an orgal 
than a | 
fellowsh: 
among _ 
wareme! 
manufac 
tives co! 
tributior 
dustrial 
gland. ( 
are: Le 
Heal | 


HARDY 



















ident 
»f Sales 


arpet Co., 
e position 
$s and ad- 
k, Ine. 





naintains 
in Mem- 


ked as a 
salesman 
Montana 
id in his 
handle 
n N. Da- 
Stove. 


trict 

rp. 

as been 
district 
or Thor 
.ve., Chi- 
laundry 
irer. He 
dan, who 


en Thor 
ichmond, 
the last 
. he has 
lager in 
retail or- 











W. K. Schofield Named 
To Autoyre Co. Post 


William K. Schofield has 
been named assistant to the 
president and _ advertising 





a 
WILLIAM K. SCHOFIELD 


manager of The Autoyre Co., 
Oaksville, Conn., maker of 
bathroom and kitchen acces- 
sories. 

Mr. Schofield has been with 
the company since 1941 as 
assistant sales manager, and 
during the war served as per- 
sonnel director. 


Yankee Hardwaremen 
Fete Wholesalers 


For their first Christmas 
party, the Yankee Hardware- 
men entertained buyers of 
New England wholesale 
hardware firms on Dec. 15 
in the Bay State Room of 
the Hotel Statler, Boston. 

There were more than 153 
present for cocktails and din- 
ner, the hardware buyer 
guests numbering approxi- 
mately 90. Surprise and hit 
of the evening was the Boston 
University Chorus, who en- 
tertained with spirituals and 
Christmas songs. At the fin- 
ish, after being called back 
repeatedly for encores, the 
chorus received a standing 
ovation from the audience. 

Committee in charge of en- 
tertainment included: George 
Rockwell, Delta; Bernie Plai- 
sted, American Cabinet Hard- 
ware, and Robert Bingham, 
Skilsaw. 

The Yankee Hardwaremen, 
an organization founded less 
than a year ago to promote 
fellowship and _ good will 
among New England hard- 
waremen, is composed of 
manufacturers’ representa- 
tives concerned with the dis- 
tribution of hardware and in- 
dustrial supplies in New En- 
gland. Officers of the group 
are: Leo A. Heal, Leo A. 
Co., manufacturers’ 


Heal 
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agents, president; H. J. Dav- 
idson, L. S. Starrett Co., vice- 
president; W. F. Mealey, 
Skilsaw, Inc., secretary, and 
H. A. Stevens, True Temper, 
Inc., treasurer. 


Ed Olson to Represent 
Ocean City—Montague 


Ed Olson has been ap- 
pointed mid-western promo- 
tion and sales representative 
for Ocean City Mfg. Co., A 
& Somerset Sts., Philadelphia, 





Pa., and for its subsidiary. 
Montague Rod & Reel Co., 
Montague, Mass. 

Mr. Olson has a_ back- 


ground of casting experience 
as professional guide. He has 
been national 5-oz. accuracy 
champion, Midwest open %- 
oz. accuracy champion, and 
has captained casting teams. 
He has served as chairman of 
the Chicagoland Council of 
Casting Clubs, and was 





ED OLSON 


elected secretary-treasurer of 
the Illinois Amateur Casting 
Assn. 





Utica Drop Forge Offers 
Ten Annual Scholarships 


Ten annual scholarships 
have been offered by Utica 
Drop Forge & Tool Corp., 
Utica 4, N. Y., as a means of 
encouraging young men to 
secure training for industrial 
careers. 

The scholarships, covering 
residence and subsistence at 
the State University of New 
York, provide for two school 
years of training in the uni- 
versity’s Department of Me- 
chanical Technology. Each 
student is expected to work in 
a manufacturing plant during 
the summer months to sup- 
plement his studies by on- 
the-job training. 

Applicants for scholarships 
must have completed high 
school successfully and selec- 
tion is on a competitive basis. 














Satisfied customers are the 


HURRICANE 


successful 
business. And that’s why the Hurricane line appeals to 
money-minded dealers. For Hurricane quality never remains 
a secret in any neighborhood. Homeowners rave about 


backbone of any 


the way this sturdy mower slashes through tall weeds 
and wiry grass. They like its ease of handling, its 


rugged construction, its vast 
power for tough cutting jobs. 


sured availability of parts and service, and that 
every new improved feature fits any 


Hurricane ever made. Yes, 
word’s out on Hurricane .. . 
be ready to meet the increas- 
ing demand! Find out how 
profitable it is to carry 
the line of proven qual- 
ity ... Hurricane! 








Two 
Easy-to-Sell 
Models 


THE HURRICANE_. big, rugged rotary mower that takes heavy 


cutting jobs in its stride. No clutch or gear to adjust . . 


along and knock a 20-inch swath 
weeds or grass. 


HURRICANE JUNIOR — here’s concen- 


trated cutting power for the small city 


lawn. A compact, lighter replica of 
big Hurricane. 


amount of reserve 
They like the as- 











the 
so 


. just move it 
through the toughest tangles of 


the 








WHY CUSTOMERS 


@ 4-cycle, air-cooled 2 h.p. 


gasoline engine — “over- 
powered” for assured per- 
formance 


e Automatic governor for 
constant speed 

@ Full-floating friction 
drive 

e Rust-proof, silver-plated 
drive shaft 


PREFER HURRICANE 


@ Malleable aluminum 
carriage 

@ Ball-bearing wheels ( punc- 
ture-proof tires ) 

e Tempered steel fan-tip ro- 
tary blade 

e@ Adjustable cutting height 

e@ Turning crutch for greater 
maneuverability 





ORDER NOW—Be Ready 
to Meet the Demand for 
this Fast-Selling, Big- 





Get Details and Prices Now 


E THIS COUPON 








Profit Power Mower! poo 


NOTICE TO JOBBERS: 
A few choice territories 
are still open. You may 
qualify—write for infor- 


| 
| 
| 
| 
mation. | 
| 
| 
| 
| 
| 


National Metal Products Co., Inc. 
Dept. H-! 
2722 Cherry Street 


City 8, Mo. 


! 
| 
| 
| 
| want to meet customer demand for | 
Hurricanes. Rush me complete outline of 
this year’s selling plans. | 
| 
| 
t 


Name 
NATIONAL METAL | address 
PRODUCTS COMPANY ! git, 
2722 Cherry Street State 
a 2 a eee 
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“‘He’s spent most of his life trying to 
wear out his TROJAN JIG SAW BLADE’ 


Trosan Blades’ long life is far 
from a myth. They seem to 
wear forever, whether in 
hand or power sawing opera- 
tions. Ackermann-Steffan 
Trojan Blades are made in 
130 different types for every 
conceivable job. Insist on 
Trojan by name. 























“HE 
PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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News of the Trade 





Mansager, Hoover General Sales Manager 
Announces Five New Sales Appointments 


Oscar M. Mansager, who He was 


will become general sales 
manager of the Hoover Co., 





OBCAR M. MANSAGER 


North Canton, Ohio, on Jan. 
1, has announced appoint- 
ments to five newly created 
sales posts. 

H. W. Hoover, Jr., assis- 
tant vice-president, who is 
being trained to succeed to 
the presidency within the 
next three years, will be field 
sales manager. 

Hugh J. Murray formerly 
branch manager with head- 
quarters in Los Angeles, will 
be in charge of the western 
division. He joined the com- 
pany in San Francisco in 
1915, becoming branch mana- 
ger in 1929. 

Henry M. Newkirk, Cleve- 
land branch manager 1938, 
will direct the south-central 
division. He came. with 
Hoover in 1920, as a sales- 
man in Toledo, Ohio, and has 


held supervisory posts in 
Louisville, Columbus, and 
Chicago. 


Frank Litton, who joined 
the firm in 1922 as a service- 
man and worked into the 
sales department, will man- 
age the northeastern division. 





H. W. HOOVER, JR. 


formerly branch 
manager in Philadelphia., 
Walter A. Munz, formerly 
district manager in New 
York, will direct sales in the 
mid-western division from 
Chicago. He joined Hoover 
Co. in 1928 as a serviceman, 
and held various supervisory 
posts before going to New 
York as branch service mana- 
ger in 1941. He was promoted 
to district manager in 1945. 





Westinghouse Appoints 
Merchandising Counselor 


Robert M. Oliver has been 
appointed merchandising 
counselor for the Westing- 
house Electric Appliance Di- 
vision, Mansfield, Ohio, suc- 
ceeding the late Vernon E. 
Vining. 

Mr. Oliver was with the 
Westinghouse appliance di- 
vision from 1936 to 1940 in 
advertising and sales work, 





ROBERT M. OLIVER 


and then joined Proctor Elec- 
tric Co. as vice-president and 
member of the board of di- 
rectors. In 1949 he went with 
Landers, Frary & Clark Co., 
as general merchandising 
manager in charge of the 
electric housewares division, 
resigning this post in Sep- 
tember, 1951. 


Electric Housewares 
1952 Gift Campaign Kit 


The Electric Housewares 
Section of the National Elec- 
trical Manufacturers Associ- 
ation has advised that the 
cost of the 72-piece display 
kit, offered in the 1952 Elec- 
tric Housewares Gift Cam- 
paign, is $3.95, instead of 
$3.45, as stated in the Dec. 13 
issue of HARDWARE AGE, p. 
152. 
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Mohrhusen Joins Bruning 
As Expansion Begins 


Arthur H. Mohrhusen has 
been elected vice-president of 
Bruning Brothers, Inc., 4209 





A. H. MOHRHUSEN 


E. Chase St., Baltimore 5, 
Md. At the same time, a 
Bruning expansion program 
was announced. 

As a forerunner to a new 
Bruning paint plant to be lo- 
cated in the Gulf area, New 
Orleans, La., has been chosen 
as a warehouse point to serve 
the Gulf South, Texas and 
the Mississippi Valley. New 
Orleans offices will be located 
in the International Trade 
Mart. 

Mr. Mohrhusen will locate 
at the New Orleans office, 
preparatory to taking over 
the management of the pro- 
posed factory. He formerly 
served nationally as manager 
of Superkleen Paint Brush 
Division, and later as gen- 
eral merchandising and sales 
promotion manager for De- 
voe & Raynolds Co., Inc. He 


then became merchandis- 
ing director of the Rahr 
Color Clinic. Trade asso- 


ciation work has_ included 
assignment as chairman, 
Paint Brush Division of the 
American Brush Manufac- 
turers Association, and secre- 
tary of the 100 Year Asso- 
ciation of New York. 





Black & Decker Opens 
Los Angeles Branch 


A new sales and service 
branch of Black & Decker 
Mfg. Co., Towson 4, Md., will 
be opened in the first week in 
January, at 2432 So. Broad- 
way, Los Angeles 7, Calif. 

This new structure fea- 


tures greatly expanded ser- 
vice repair and stock room 
space, a modern show room 
for adequate display of the 
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firm’s portable electric tools, 
and a large parking lot for 
customer use. 

Waldo E. Bair is manager 
of the new branch. 





Quaker Rubber Names 
Two Branch Managers 


Quaker Rubber Corp., Div. 
of H. K. Porter Co., Inc., 
Philadelphia, Pa., has ap- 
pointed J. J. Merkel and E. 
E. Klemm as branch man- 
agers of the Detroit and 
Cleveland districts, respec- 
tively. Both men will assist 
their district managers in the 
operation of the sales office 
and warehouse. 

Mr. Merkel has been as- 
sociated with Quaker Rubber 
in sales since 1948. Mr. 
Klemm has been a salesman 
with the firm for more than 
three years. 


Molter Manages Branch 


Of A. Y. McDonald Co. 


Lee J. Molter has been 
named manager of the Den- 
ver, Colo., branch of A. Y. 
McDonald Mfg. Co., Dubuque, 
Iowa. 

Before joining A. Y. Mc- 
Donald Co., Mr. Molter tra- 
veled nationally and acted as 
assistant to the vice-president 
and sales manager of the At- 
talla Pipe & Foundry Co., 
and prior to that, traveled as 
midwestern representative of 
the Decatur Pump Co. In 
1924 he joined the F. R. Den- 
gel Co., plumbers and tinners 
supply wholesaler, as assis- 
tant bill clerk, working up 
through the posts of assistant 
to the purchasing agent, as- 
sistant sales manager in 
charge of the showroom, 
manager of state-sales, and 
finally special sales represen- 
tative calling on industrial, 
plumbing and heating ac- 
counts. 





LEE J. MOLTER 
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SOUTHERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 
can help make your new year happy 


If profits please you, then Southern is the line for 
you in "52. You'll be happy to see the repeat busi- 
ness that Southern screws bring in. It means more 
store traffic—more money in the register. 

Your reputation for handling top-quality prod- 
ucts is strengthened when you stock Southern. 
These fine fasteners are uniformly perfect . . . made 
of the very best extruded brass wire or sulphur steel 
wire . . . rugged in body and shank. to prevent 
twisting or breaking. Available in a wide range of 
sizes and a variety of finishes. 

For more contented customers and a happier, 
more profitable new year. make a resolution now to 
investigate the Southern line. 


FACTORY WAREHOUSES 
325 W. Ohio St. 
Chicago 10, ITI. 


4100 Dell Ave. 

North Bergen, N. J. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 
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Brings You The BEST 
in OIL 
COLORS 


WITH THE.COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT. 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE. 











RE 













Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 












PAINT CORPORATION 
CLEVELAND 19, OHIO 








































SPRING 


HINGES 
ARE THE 
BEST 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29. 
















| For Taylor Instrument 


Frank S. Ward has been 
appointed general sales man- 
ager of Taylor Instrument 





FRANK S. WARD 


Companies, 95 Ames  St., 
Rochester, N. Y., succeeding 
Raymond E. Olson, newly 
elected president of the firm. 
(See HA, Dec. 13,1951, page 
145.) 

Mr. Ward’s former position 
as industrial sales manager is 
being taken by Albert J. 
Fleig, and George E. Heller 
has been named manager of 
a new industrial sales divi- 
sion handling products sold 
to the chemical industry. 
Richard N. Pond becomes a 
divisional sales manager for 
industrial instrumentation to 
the petroleum and canning 
industries. 

Mr. Ward joined Taylor In- 
strument Companies in 1917, 
in the order department. In 
1922 he was made Boston 
salesman for the industrial 
line of instruments, becoming 
manager of the Boston office 
in 1931. He returned to Roch- 
ester to supervise sales in 
the canning, textile and rub- 
ber industries from 1936 to 
1945, at which time he was 
appointed industrial sales 
manager. 


Proctor Converts Plant 
For Defense Project 


A special defense project 
has necessitated the closing 
of the Philadelphia, Pa., 
plant of Proctor Electric 
Co., for a major plant con- 
version, which, it is hoped, 
will be completed during 
December, 

A. H. Caeser, vice-presi- 
dent in charge of production, 
said that the purpose of the 
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shut-down was to integrate 
the defense work and the ci- 
vilian production of irons 
and toasters to the best in- 
terests of the firm’s distrib- 
utors and dealers. 

Proctor’s Baltimore plant 
will continue to operate as 
usual. 


1951 Called Banner 
Toy Year 


(Continued from page 70) 
Rear Admiral (U.S.N. ret.) 
Ellis M. Zacharias, who rec- 
ommended that Congress set 
up a suitable organization to 
obtain security from possible 
enemy attack on this nation. 
He also urged that voters 
make certain the people they 
send to Washington have the 


intelligence, integrity and 
courage necessary to meet 
issues of the future. 

The American Toy Fair, 


sponsored by the association, 
will be held March 10-19 in 
New York City, at permanent 
exhibits in 200 Fifth Ave., 
1907° Broadway, and other 
year around locations in New 
York. Hotel exhibits will be 
at the McAlpin and New 
Yorker Hotels. 

New officers are: Norman 
G. Wintermantel, president; 
Junior Toy Corp., Hammond, 
Ind., subsidiary of American 
Machine & Foundry Co. of 
N. Y., president; R. B. M. 
Barton, Parker Bros. Inc., 
Salem, Mass., and Fred W. 
Doepke, The Chas. Wm. 
Doepke Mfg. Co., Inc., Ross- 
moyne, Ohio, vice-presidents; 
Vaughan D. Buckley, Plastic 
Art Toy Corp. of America, E. 
Rutherford, N. J. treasurer, 
and Bernard H. Baum, Effan- 
bee Doll Co., Inc., New York 
City, assistant treasurer. 
Horatio D. Clark, 200 Fifth 
Ave., New York City, was 
reelected secretary. New di- 
rectors are: H. H. Dooley, 
Kilgore, Inc., Westerville, 
Ohio; Sam G. Goss, Halsam 
Products Co., Chicago, IIl.; 
Edward Gould, The Steel 
Stamping Co., Lorain, Ohio; 
Archie Marx, Louis Marx & 
Co., New York City, and Her- 
man Kesler, American Metal 
Specialties Corp., Hatboro, 
Pa. Other directors are: Mr. 
Buckley; Randolph J. Dorn, 
The Barr Rubber Products 
Co.; Jack E. Levy, Character 
Novelty Co; Mr. Barton; Mr. 
Baum, Mr. Doepke and Sid- 
ney D. Ungar, Ungar Electric 
Tool Co., Ine. 
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News of the Trade 











HARDWARE BRIEFS 








California 

Fey’s Hardware & Appli- 
ance store has openend at its 
new location, 555 La Sierra 
Dr., Arden Town Shopping 
Center, Sacramento. 


Florida 


Daytona Beach Hardware 
store has moved from 11 N. 
Wild Olive Ave., to its new 
location at 603 Main St., 
Daytona. 


lowa 


Butcher and Dilley Hard- 
ware, Shenandoah, held an 
open house recently after the 
store was completely redeco- 
rated and restocked. 





Kansas 


Browning Hardware, To- 
peka, has moved back into its 











former building after oc- 
cupying a temporary location, 
as a result of damage caused 
in the July flood. 





Massachusetts 


Clark Hardware Co., 289 
Main St., Greenfield, has com- 
pleted an expansion job which 
doubled sales space. A stock 
receiving room has been es- 
tablished at the rear of the 
store. 


Missouri 


V. H. Hengstenberg has 
purchased the stock and fix- 
tures of Woemmel Hardware 
Store, Owensville, and has as- 
sumed management of 
business. The name 
changed to Hengstenberg 
Hardware & Appliance Co. 


Pennsylvania 


W. J. Raymond Rein re- 
cently held an opening of 
his enlarged hardware store, 
68-70 Broadway, Milton. 


Texas 


Joe Newcomb’s Hardware, 
S. Armstrong, Sugar Bottom, 
was seriously damaged by 
fire recently. The cause of the 
fire was unknown. 


New York 


Rizzo’s Hardware & Ap- 
pliances has moved from 
Endwell Plaza, Endwell, to 
111 Court St., Binghamton. 
The new location offers more 
space, and there is a parking 
lot available to customers. 





West Virginia 

Ball Hardware Co., 179 E. 
Second Ave., Williamson, was 
opened recently. The store 
has been redecorated and 
modern equipment installed. 








NEMA Section Officers 
Elected at Fall Meeting 


At the fall meeting of the 
National Electrical Manu- 
facturers Association, held 
recently in Atlantic City, 
N. J., section officers were 
elected as follows: 

L. C. Blunt, Refrigeration 
Consumers Relations Dept., 
International Harvester Co., 
elected chairman of the 
Farm and Home Freezer 
Section; R. A. Rich, Refrig- 
eration Div., Philco Corp., 
became chairman of _ the 
Household Refrigerator Sec- 
tion, and T. J. Newcomb, 
Electric Appliance Div., 
Westinghouse Electric Corp., 
was elected chairman of the 
Major Appliance Division of 
the NEMA. 

Stanley Wolkenheim, 
Water Heater Div., A. O. 
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Smith Corp., was elected 
chairman of the _ Electric 
Water Heater Section, and 


Bertram Given, Given Mfg. 
Co., became chairman of the 
Household Sink Units Sec- 
tion. 





Helen Kirtland Ils Named 
Hotpoint Institute Head 


In a realignment of its 
home service facilities to 
broaden programs for retail- 
ers, distributors and con- 
sumers, Hotpoint, Inc., 5600 
W. Taylor St., Chicago 44, 
Ill., has named Helen Kirt- 
land as manager of the Hot- 
point Institute. 

Miss. Kirtland, 


associate editor 


formerly 
of house- 





the | 
was 


| 


| 


hold equipment at McCall’s, | 
has had broad experience in | 
the appliance and related in- | 


dustries since 1932. 


Ne ° 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Parkway 
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For more than 50 years Griffin 


hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

Griffin. 
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Every DOOR NEEDS THREE! 
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ERIE +» PENNSYLVANIA 
THE B. S. ALDER COMPANY 


45 Warren Street 
w York 7, N.Y 


E. H. FARRAR 

6637 Golf Drive 

Dalios 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 


917 St. Charles Avenue 
Atlanta, Georgia 
H. C. GLOVER 
2611 Garrison Bivd 
Boltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


Kansas City, Missouri 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 
GEORGE A. GREGG 
134-6 Wyoming Avenue 
Detroit 21, Michigan 


R. F. BEVERS 


Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Road 
Jackson 6, Mississipp 


AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 
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Just Among Ourselves 


The views we express to Sen. 
Moody are the way we feel and 
since we have small patience with 
pussy-footers in either public, pri- 
vate or political life, we have no 
objection to standing up and being 
counted for what we believe to be 
right. 


With the thought that you might 
be interested in my comments to 
Sen. Moody, I am repeating them 
here: 


“Dear Sen. Moody: 


“IT do not remember reading 
your reported interview recently, 
wherein you unburdened your- 
self of your views relative to 
percentage mark-ups. In HARD- 
WARE AGE of Nov. 29 the editor 
quotes portions of a letter ad- 
dressed to you by Wm. Geo. 
Steltz. 


“The brand of thinking that 
you indulge in clearly proves that 
if you ever did spend any of your 
days in the marketplace you had 
a hide impervious to sound doc- 
trine so far as continued legiti- 
mate trading is concerned. 


“One would expect a_ high 
school student to have a better 
understanding of trade relations 
than you evidence possessing 
when you use the illustration you 
do quoting a 30 pct mark-up on 
a $100.00 investment. If you are 
so skillful as to secure an addi- 
tional $100.00 without any cost 
so that you can readily pay 
$200.00 for the same article,, 
then the maintenance of the 
$30.00 mark-up might appeal to 
the unthinking. 


“You don’t delve into the 
question enough to see why what 
formerly cost $100.00 now costs 
$200.00, but apparently there 
has been a 100 pct increase or 
mark-up on the same article that 
you concede to be alright. That, 
of course, would be represented 
by increased costs in material, 
labor and overhead. 


“But I repeat you evidently 


(Continued from page 8) 


concede that that 100 pct in- 
crease is alright on the rela- 
tionship between the producer 
and the distributor or the out- 
let he makes use of. It seems it 
is only when the interest who 
turns this over to the consumer 
that the historic system of mark- 
up should be discarded. 


“The naive approach that you 
suggest, namely, changing ‘per- 
centage’ to read ‘dollar’ would 
apparently only apply to the 
final transaction. You conve- 
niently gloss over what justified 
the increase from $100.00 to 
$200.00. To speak frankly, I am 
amazed and surprised at one oc- 
cupying the position you do 
where you have a voice in mak- 
ing the laws of our land displays 
such total ignorance of free en- 
terprise in its normal opera- 
tions in the market-place. 


“Evidently it didn’t occur to 
you that if government got along 
on $30.00 five years ago it should 
get along on the same $30.00 
today. 


“As a matter of fact if the 
government did pare down its 
operating cost we would be in a 
much sounder position. I can 
only hope that your schools of 
Michigan don’t teach the rising 
generation such nonsense as you 
unburdened yourself of in your 
newspaper article.” 

W. F. Kennedy, President 
Ott-Heiskell Co. 
Wheeling, West Va. 


© Businessmen Should Protest 
—by M. R. Whitman 


Dear Editor: 

I have read with interest the let- 
ter Mr. Steltz, president of the 
Supplee-Biddle-Steltz Co., wrote 
you, and which was printed in 
HARDWARE AGE issue of Nov. 29th. 

I want to compliment you for 
printing this letter because I think 
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it is an outstanding one, expressing 
the views of all men in the whole- 
sale hardware business today. Mr. 
Steltz is a recognized leader in the 
hardware world, and if there ever 
were a time when _ businessmen 
should protest the unreasonable and 
unbusiness-like things that are 
coming out of Washington, it is 
now, and we appreciate your giv- 
ing his letter this attention. 


M. R. Whitman, Vice-President, 
Gen. Mgr. 

Wyeth Company 

St. Joseph, Mo. 


© Destructive of Free-Enterprise 
—by F. F. Holcomb 
Dear Editor: 


We wish to congratulate you on 
publishing the letter of Mr. Wm. 
Geo. Steltz, commenting on the 
Herlong Amendment in your col- 
umn, “Just Among Ourselves.” 


I feel sure that Mr. Steltz ex- 
presses the views of all men who 
are in business for themselves to- 
day. Senator Moody’s line of rea- 
soning is certainly erroneous and 
destructive to our system of free 
enterprise. 


There is little I can add to Mr. 
Steltz’s letter, which covers the 
situation so very well, but I did 
want to congratulate you on your 
judgment in having his _ letter 
printed. If more of our lawmakers 
would listen to men like Mr. Steltz, 
we would not be in the difficult situ- 
ation in which the country finds it- 
self at present. 


F. F. Holcomb, President 


Woodbury Hardware Co. 
Portland 10, Oregon 


© Fundamental Misunderstanding 
—by C. L. Hildreth 
Dear Editor: 


I was very pleased to see publi- 
cation of the letter of Wm. Geo. 
Steltz in regard to Senator Moody’s 
position on mark-ups. 


It seems to me this is a funda- 
mental misunderstanding and needs 
clarification and your printing of 
this letter does a service to the in- 
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dustry and I hope some congress- 
men. -: 


Predicated on Senator Moody’s 
method of doing business it 
wouldn’t take long to liquidate pri- 
vate enterprise in this country. 
Could it be that this is exactly what 
the Senator wants? 


C. L. Hildreth, President 
The Emery-Waterhouse Co. 
Portland, Maine. 


© Sen Moody Doesn't Reply 
—by R. F. Becker 
Dear Editor: 


I note with considerable interest 
your editorial comment in the No- 
vember 29th issue of “HARDWARE 
AGE” on the subject of the proposed 
Dirksen-Herlong Amendment and 
Senator Moody’s comment on it. 


It so happens that I have written 
also to Senator Moody in consider- 
able detail, but have not been fav- 
ored with the courtesy of a reply 
to my correspondence. It is, frank- 
ly, the first time that I can recall 
not having even had a reply of any 
nature from a Senator and I can 
only conclude that he is unable to 
reply to the figures and facts which 
I set out in this letter, but which 
cannot be reproduced generally, be- 
cause of their confidential nature. 


I sincerely hope that enough 
truth and straight thinking can be 
injected into this situation to make 
Senator Moody and others who 
think as he does understand more 
about the workings of our Amer- 
ican business systems and realize 
that the only way to reduce mark- 
ups is to be able to increase effi- 
ciency and reduce costs of doing 
business both of which are prac- 
tically impossible under today’s 
conditions. 


Your reproduction of Mr. Steltz’s 
letter is most interesting and I 
trust appreciated by thinking 
people in the hardware industry. 

Richard F. Becker, 
Vice-President in Charge of Sales 
Ohio Valley Hardware & Roofing 
Co. 

Evansville, Indiana 
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Note on Bull Trocars — 


We Give Up! 











Editor’s Note: 


Al Mangin and I are now some- 
what embarrassed authorities on 
trocars. We know how to use them, 
when to use them, when to duck, 
what to use if we don’t have a 
trocar handy, what causes bloat, 
what catalogs list them, and we 
even know the name of a store that 
carries them in stock. 


This all came about because in 
the issue of Nov. 29 (page 8) we 
reported an incident concerning 
trocars and commented that we 
didn’t think many folks knew what 
they were. 


But we were wrong, very wrong. 
We were swamped with letters 
from readers all over the country 
telling us what trocars were. We 
even stirred up a catalog printing 
house. 


Some folks sent us catalog tear 
sheets; others drew us pictures. 
One reader offered to sell us one 
from his stock. 


I wish we could print all the let- 
ters we received in their entirely. 
Many were real classics. But space 
permits only the listing of the 
names of thuse who had the correct 
descriptions. So, 


Meet the Experts... 


The first to instruct us was Pop 
Ferris, 46-year expert of the HARD- 
WARE AGE business staff, who dip- 
lomatically suggested that we look 
at page 426 of the 1950 Belknap 
catalog. Sure enough there it was. 


Then came the following: Ben 
French of August F. Huge & Son 
of Houston; D. M. Cammack of the 
catalog dept. of North American 
Press (thanks for the circular) ; 
J. B. Kozelka, Wausau manager of 
Morley-Murphy Co. (see the Mor- 
ley-Murphy catalog, he says); B. B. 
Swanson of Swanson Hardware, 
Odebolt, Iowa (usually caused by 
eating green clover hay, he warns) ; 
Peter Peterson, buyer for the Mer- 
chandise Mart, Eureka, Calif. 
(your sketch was very accurate, 
Pete). 


W. H. Gissal, manager of H. K. 
Johnston Hardware Co., Alton, II. 
(I sold trocars in the gay 90’s, he 
says, and adds what do you know 
about ox balls and milking tubes?) ; 
O. W. Billman, Montgomery, Mich., 
representative of Belknap Hard- 
ware & Mfg. Co. (he sends a page 
from the Belknap catalog and adds 
that he knew Mr. Saunders Nor- 
vell). 


George Mullen, Michael Hard- 
ware Co., Paducah, Ky.; O. E. Zim- 
merman of Fairfax, Minn. (thanks 
for the instructions on exactly 
where to use the trocar—now we 
feel like a real authority); W. F. 
Baily, sales manager for Wright & 
Wilhemy Co., Omaha, (he includes 
Mr. Jennings, president of the firm, 
as an expert, and adds alfalfa, 
green corn and cane as being bloat 
causes). 


W. S. Sanders, of Gambles, Har- 
lowton, Mont.; E. B. Booker, Holly 
Springs, Miss., (refers us to page 
387 of Simmons hardware catalog 
No. V); Orren S. Davies of Dodge- 
ville, Wis. (your sketch was right 
on the ball, and thanks for telling 
us how you read HA); H. L. Smith, 
Selden, Kan. (you’re a real artist, 
and we'll be sure to duck if we 
we ever use a trocar). 


Joseph Yates, of Joseph Yates 
Hardware Co., Charlotte, Mich. (in 
an emergency, you can use a pocket 
knife, he advises); A. O. Strand, 
Amlie-Strand Hardware Co., Ben- 
son, Mich. (he carries them in 
stock) ; Karl F. Gunsett, The Gun- 
sett Co., Van Wert, Ohio (Karl, 
you couldn’t be any righter) ; O. L. 
Davis, Geo. Mayer Hardware Co., 
Denver, Colo. (you don’t have to 
argue, your two salesmen are cor- 
rect). 


Bert Sheridan, Haynes Hardware 
Co., Emporia, Kan. (Bert is an 
expert of 35 years in hardware 
business and used to sell trocars) ; 
H. C. Parker, Parker’s, Yorba 
Linda, Calif.; Miss Laurne Fer- 
nambucq, Comstock Park, Mich. 
(you are very observant; your de- 
scription hit the bullseye). 


And that’s about all the space 
we have to list the experts. 


Maybe somebody has a tough 
question on hardware merchandise 
with which we can really stick the 
experts. We quit trying it. 

































































News and Interpretations of Government Orders 


Metals Supply Unsure 
But More Aluminum 
And Steel Possible 


The metal supply for next year 
still remains the key to civilian pro- 
duction with uncertainty the domi- 
nant note in all discussions. 

However, it appears that there 
are good prospects for an easing of 
the steel supply and an improved 
aluminum situation as 1952 moves 
along its course. But copper shows 
all the signs of continuing to be 
seriously scarce. 

Guinea pig in the hardware field 
for a metals conservation order 
continues to be the builders’ hard- 
ware industry. NPA has an order 
on its books prohibiting the use of 
copper or aluminum, but has been 
cautious about issuing it. The 
agency appears to be desirous first 
of getting industry approval. 

Meanwhile, the builders’ hard- 
ware industry through its advisory 
committee, at its recent meeting 
with NPA, has already termed such 
an order unnecessary, preferring to 
institute its own conservation prac- 
tices. But should the order be is- 
sued, it may be only after full in- 
dustry participation in its writing 

particularly insofar as the prep- 
aration of a list of items for which 
scarce metals would be banned. 

Though OPS seems hopeful of 
price stabilization during the new 
vear and to have its tailored orders 
in effect, the steel wage situation is 
a new threat to the premise that 
the agency can hold costs and 
prices down. Steel says it can’t 
raise wages unless prices go up. 
OPS says no price increases. 


Tailored Order Issued 
For Farm Equipment 


OPS, in a new regulation CPR- 
100, has issued a tailored ceiling 
price regulation covering retail 
sales of new and used farm equip- 
ment and repair parts. Previously, 
resellers of farm equipment and re- 
pair parts were covered by the re- 
sellers’ CPR-67, issued Aug. 21. 

In general ceiling prices are es- 
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tablished on the basis of manufac- 
turers’ current published list prices, 
f.o.b. factory, plus a handling and 
service charge of 5 pct of the list 
price, and a charge for inbound 
transportation. 

In the case of new farm equip- 
ment repair parts ceilings are estab- 
lished as the manufacturers’ current 
published list prices, f.o.b. factory, 
plus either (1) the manufacturer’s 
or wholesaler’s handling charge and 
actual transportation cost paid by 
the seller, or (2) a percentage of 
the list price equal to the average 
percentage used by the farm equip- 
ment dealer during the _ period, 
April 1 through June 24, 1950. 

If a retailer does not use the 
price list method of pricing, he may 
determine his ceiling prices by ap- 
plying the highest markup he real- 
ized during the period, April 1-June 
24, 1950, as applied to his net in- 
voice or delivered cost, depending 
upon the practice he followed in 
this period. 

Farm equipment means any 
mechanical equipment, attachment, 
or part used in connection with pro- 
duction or processing of agricul- 
tural products, such as: farm trac- 
tors, plows, cultivators, planting 
machinery, harvesting machinery, 
potato diggers, cream separators, 
feed grinders, and other items. It 
does not include general purpose 
tools, hardware items, hand tools, 
lawn mowers, etc. 


Priority and Price Digest 


Retailers Put Hardship 
Case Before OPS 


Members of the Retailers Prob- 
lems Subcommittee of the Retail 
Industry Advisory Committee met 
Nov. 29 with OPS officials to con- 
sider pricing problems in the retail 
field and to discuss stablization de- 
velopments affecting retail mer- 
chandising. 

Agenda of the meeting included 
provisions of forthcoming regula- 
tions to relieve retailers of hard- 
ship conditions due to the lack of 
certain seasonal stocks of merchan- 
dise when CPR 7 became effective 
last February. It was proposed 
that a different base date be set in 
the establishment of ceilings for 
such seasonal merchandise. 

OPS spokesmen brought the sub- 
committee up-to-date on the pro- 
visions of a hardship regulation 


, which is designed to relieve the re- 


tailer who finds himself in an over- 
all loss position. Other questions 
discussed related to techniques for 
absorbing increased freight charges 
and proposed dollars-and-cents reg- 
ulations applying to the retail trade. 
OPS representatives pointed out 
that the agency had under consider- 
ation additional ways of how freight 
cost absorption techniques should be 
employed. 

Committee members were unani- 
mous in recommending that dollars- 

(Continued on page 83) 


Builders’ Hardware Committee Protests NPA 
Proposal to Prohibit Copper, Aluminum Use 


A conservation order prohibiting 
the use of copper or aluminum in 
certain builders’ hardware items is 
unnecessary at this time, the Build- 
ers’ Hardware Industry Advisory 
Committee told the NPA at a recent 
meeting. 

Committee spokesmen said firms 
constituting the industry already 
are using all possible conservation 
measures to stretch their reduced 
allotments of controlled materials. 
They asked that they be permitted 
to continue to use their own initi- 
ative in saving these materials. 

The proposed order would estab- 
lish a list of builders’ hardware 
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items in which the use of copper or 
aluminum would be prohibited. Un- 
like a conservation order previously 
discussed, it would not limit the 
number of sizes or styles which the 
manufacturer is permitted to make. 

The committee recommended that 
a survey of the industry be made 
to determine which items should be 
included in the prohibited list if 
such an order becomes necesary. 
The recommendations would then be 
discussed at the committee’s next 
meeting. NPA pointed out it is 
seeking to spread the thinning sup- 
ply of materials more equitably 
among all manufacturers. 
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and-cents ceilings for certain cate- 
gories of merchandise at retail, 
such as major appliances should be 
avoided. They advised that instead 
OPS should use an approximation 
of the CPR 7 technique. 

In the matter of changes in ser- 
vice rates, the committee members 
were of different views but the con- 
sensus was that OPS action is in- 
advisable at this time. All seven 
members were present and they ex- 
pressed belief that the session was 
a constructive benefit to their busi- 
ness. 


Glass for Kitchenware 
Considered by NPA 


NPA, in a recent meeting with 
the automatic machine-made glass 
tumblers, table, kitchen and cooking 
ware industry advisory committee, 
discussed a possible substitution of 
glass for copper and aluminum in 
kitchenware products such as cof- 
feemakers. 

Industry representatives at the 
same time, were told that no short- 
ages exist at present in kitchen- 
ware. However, they were advised 
that if at any time a critical metals 
situation arose, NPA would con- 
sider with the industry the possible 
use of glass. Committee members 
said that as soon as NPA made the 
decision, the manufacturers would 
be willing and able to produce glass 
kitchenware. 


OPS Holds to Dates 
Of Producers Orders 


No further extension of the man- 
datory effective date of Ceiling 
Price Regulations 22 and 30, which 
attained a “must” status Dec. 19, 
will be granted by Office of Price 
Stabilization. 

There had been trade rumors that 
these regulations—the general man- 
ufacturers’ order and the machin- 
ery order—might not have to be 
complied with on the date named. 
The Dec. 19 date was specified by 
OPS on Nov. 9. 

As OPS Director Michael V. Di- 
Salle sees it: “These regulations 
have existed since last spring, and 
manufacturers have known all along 
that a mandatory effective date was 
in prospect. We believe that all af- 
fected businesses have had ample 
time to make their calculations.” 

DiSalle said the Dec. 19 final date 
for receipt of Form 8, the reporting 
blank, did not serve as a final date 
for filing Form 100. There is no 
deadline for submitting the latter 
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form, containing calculations for 
Capehart adjustments. 


OPS Ceilings for 
John Oster Items 





The OPS has authorized maxi- 


mum resale prices for retail sales of 
John Oster Manufacturing Co., Ra- 


cine, Wis., merchandise, as provided | 


for under Section 43, CPR-7. 
Approved retail prices, federal 
tax included, on Oster electric 
housewares are as follows: 
Osterizer liquifier-blender, chrome 
base—$44.95; with white or gray 
enamel base—$39.95. Osterett port- 


able electric mixer—$16.95. Oster | 


double-action electric knife sharp- | 


ener—$14.95. Airjet hair dryer— 
$19.95. Oster massage instrument, 
Stim-u-lax, Jr.—$29.50. 

These approved retail prices are 
the same as those that have been in 


effect on Oster Co. electric appli- | 


ances. 


NPA Appoints Farm 
Equipment Director 


Frank Mussell, on leave as east- 
ern territory manager of the Allis- 
Chalmer Mfg. Co.’s Tractor Divi- 
sion, Milwaukee, Wis., was recently 
named director of the Agricultural 
Machinery and Implements Division 
of NPA. Mr. Mussell succeeds Curt 
L. Oheim, who has returned to his 
position as vice-president and gene- 
ral manager of the Deere Plow Co., 
Kansas City, Mo. 

Mr. Mussell has been with Allis- 
Chalmers since 1936, serving as ter- 
ritory salesman, sales manager and 
branch manager before assuming 
his present post as eastern territory 
manager in 1942. 


Auto Parts Producers 
May Round Ceilings 


In Supplementary Regulation 81 
to the General Ceiling Price Regula- 
tion, OPS has authorized manufac- 
turers of automotive parts, acces- 
sories or equipment, who are pricing 
under the GCPR, to round ceiling 
prices in adjusting their ceilings to 
reflect changes in manufacturers’ 
excise taxes. Ceiling prices, under 
this new action, may be rounded to 
the nearest cent or fraction of a 
cent for the commodities listed. It 
also permits the rounding of ceiling 








prices to the nearest nickel for 
items on the price list from which a 
manufacturer customarily sells at | 
established discounts. | 












WING NUT 
ASSORTMENT 


COMPACT— 
ATTRACTIVE— * 
DURABLE— 


COUNTER DISPLAY 


GRC's famous zinc alloy wing nuts in exclu- 


sive finger-grip design. Strong, rustproof, 
brightly finished, oe threads. #1! Assort- 
ment contains 48—3/16"; 60—4"; 24—5/16"; 


12—%". 
LARGE PROFIT! Dealer price $2.90; Sug 
gested resale price $5.76, Your net gain $2. $6. 


ALSO AVAILABLE 
all popular thread sizes, 100 to the box. 


JOBBERS: Write for details and prices 
on this profitable item. 


GRIES REPRODUCER CORP 


£789 E. 132nd St., New York 54 * Phone: MO 5-7400 


es PROTECTIVE COATING 
Wout. AT A PRICE 
® ANYONE CAN AFFORD! 


bY 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


b @% 
— —Preserves Metal 


- Lustre for Years! 











Used on sterling, silver 
plate, chromeware, auto 
chrome, brass, copper, 


/ etc. There are 

¢ thousands of other 

_ uses in Home, Gar- 

"\s “age, and Industry. 

Easy to apply with 

attached handy 

ef dauber. Dries In 15 
Ny minutes. 





Self-selling counter 
display holds one 
dozen botttes TECT 
—— he 

A fast moving year 
‘round profit maker! y RETAILS 
Order through vour jobber 

today. Or write direct for 

further detalls. 


69: 
A PRODUCT OF 


TECT, INC. encLewoon, Nn. J. 
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McGill Brand 


mouse and rat 


@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 











Famous 
NAMES IN 
NETTING... 


c 
7 sorry /WETRN 


Ns 


nc 
pourTry NSTTE. 
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U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


INDIANA 
STECL & WIRE CO 





| 
| 
| 
| 
| 
| 
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~ Washing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


| FTC Denies Seeking 


To Outlaw Discounts 


Federal 
definitely not seeking to outlaw 
functional discounts granted by 


manufacturers, according toChair- | 


man James M. Mead. 

“T can assure you,’ Mr. Mead 
stated recently in a speech before 
the Motor and Equipment Whole- 
salers Association, “that the com- 
mission has never issued an order 
in a price discrimination case 
under the Clayton Act, as amended 
by the Robinson-Patman Act, for- 
bidding a manufacturer to grant 
a functional discount as such.” 

Furthermore, he added, he has 
‘no thought” of attempting any 
such action. Anyway, he said, he 


| did not believe the law permits 


FTC to take such an action, 
if it wanted to do so. 


even 


New Procedures for 
Small Business Loans 


New procedures for handling 
government loans to small busi- 
nesses will demand a considerable 
degree of cooperation between 
Reconstruction Finance Corp. and 
Small Defense Plants Administra- 
tion. 

Jointly, the agencies worked out 
three steps to speed handling of 
loan requests. It was decided that: 
Applications for Sec. 714 loans 
will be filed at RFC field offices. 
Standard RFC loans will be used, 
and applications will be processed 
in conformity with RFC practices. 
RFC will ask for SDPA recom- 
mendations to permit both agen- 
cies to consider applications simul- 
taneously. 

All RFC field offices and SDPA 
in Washington have information 
on granting of Sec. 714 loans. 


These will be made, as SDPA chief | 


Telford Taylor points out, “pri- 
marily for the purpose of enabling 
small business concerns to finance 
plant construction, conversion, or 
expansion, 
ment and materials, and to supply 
working capital for production.” 
(Resume reading on page 11) 


Trade Commission is | 





acquisition of equip- 





by “DIAMOND N" 


TN eIi> Stax Type 
DRILLS 


[Loss 


Di > FORCE TWIST DRILLS 


_SS=—] 


- ASH FOR CATALOG - 
DIAMOND EXPANSION BOLT CO., INC 








DEPT. H.A. © GARWOOD, N. J. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 


Single, Double, Tripie, 
Instantaneous, Multi-Coil 


Send for Catalog ‘*" 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa 








@ EASIER TO USE 
LASTS LONGER 
@CLEANS GETTER 


Cin 


SUNSHINE 


@66.U8 PAL OFF 


FRENCH PROCESS 
CHAMOIS | _.,,7oroun 
GENUINE Olt TAN " 
MADE IN USA DOUBLE VALUE TO THE 
¢ DOUBLE OUTY | CONSUMER 


ASK YOUR JOBSER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the World Over"’ 

Here’s a fast-selling new Cam-Leek H 
drant for use on pressure lines. Sturdiiy- 
bullt with few moving parts, this Colum- 
blena Hydrant has ne —— te rust eut 
ite many now features inelude: 

* ONE-PIECE SRONZE VALVE BODY 
x NON-CORROSIVE VALVE ASSEM- 


BLY 
* ANTI-FREEZE ACTION 
*% CAM-LOCK HANDLE PREVENT? 
DRIPPING AND WATER WASTAGE 
— Is a “od ed ony: = the 
= market. Write today for com 'e lnferms- 
Fig. M1200 tion. Established 1888. 


Columbiana PUMP CO., Columbiana, Ohio, U.S.A 














Bewildered ?? 


. o Ghem veed . + - 
WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. 
Here are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washington af- 
This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 


ware dealers throughout the na- 


fecting hardware dealers. 


tion. 
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‘SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 





Add Sales Company ie 
introducing a new Sell- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
| merchandise regardless 
| of shape or size. FLEXO. 
SPACE gives you Sell. 
| Service, Mass Display. 
| More Selling Space, Fix 

ture Flexibility, and 
many other time-saving and money-making features 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat 
type counter, yet it takes only 12!/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Immediate 
Delivery. Write for Free catalog page on FLEXO-SPACE— 
Today. 
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ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 
Zz 





ORDER THESE FAST 
SELLERS NOW! 


Swing and Well Chain 


First in the South with the 
finest. This chain is made 

of highest quality 
chain wire and 

then electroplated 

of commercially 

pure zinc. A stand- 

ard link and better formed. 


Flat Wire Tempered Broom Rakes 


The tines are of high carbon, tempered cold rolled 

flat wire, with rounded edge, 5/16" x .029. The 

tines are of one piece, interlocked into the frame of the 
neck, and cannot work loose. The combination is a rugged 
one that will give lengthy, satisfactory service—and due 
to the one-piece construction, will always retain its shape. 
Packed 6 Heads to re- shipping carton. The handle fur- 
nished is No. | hardwood, clear lacquer finish, | x 42 inches, 
packed 6 to a bundle. Combined shipping weight, 23 Ibs. 


per dozen. 
Galvanized Solid Clothesline 


* Pliable—Easy to handle. Smoothly rolled, 
Easily unrolled. 

* Non-Kink—will not splinter. 
clean. Will not soll clothes. 

¢ Non-streteh—will not stretch as other 
materials will. 


Package Units 
Packed, 12 coils (50, 75 or 100 ft.) in re- 
shipping box. Makes easy inventory—insures full 
count — Simplifies handling and stock control. 


"Serving the Jobber for 14 Years" 


AL UGGE 
Wire Products OBE 
2713 North 24th St. BRAND 


Members, American Hardware Manufacturers Association 


Easy to 





Company 


Birmingham, Ala. 











@ AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


i 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


é BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 





SIZES AVAILABLE 











No. 10-18"'--Extends 18" to 30” 
No. 10-30°’--Extends 30”’ to 48”’ 
No. 10-48"’--Extends 48"' to 78"’ 
No. 10-72’’--Extends 72"’ to 108’ 


ROCKWOOD 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 
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add this fast selling ‘Vy 


profitable line... . 


POWER MOWER 


A type and size for 
every lawn. Light- 
weight aluminum 
construction. Direct- 
driven cutter bar; 2 
or 4-cycle engine. 
Easy to operate. Cuts 
under shrubbery, 
ground trees and 
walls. Frame guard 
safely encloses cut- 
ter bar. Helps lawns. 
Cuts and re-cuts 
grass, leaves, etc. 
Spreads for retaining 
moisture and to pro- 
vide plant food. 





Get in touch with us immediately. An ex- 


clusive for your territory may still be open. 
FALLS PRODUCTS, INC., 125 GENOA STREET, GENOA, ILL. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
gressional sponsor, which it believes 
will close the loopholes made by 
both the Schwegmann and Wentling 
decisions. 

This proposed measure would 
amend the Sherman Anti-trust act, 
to make a non-signer as well as a 
signer abide by the state fair trade 
laws. 

The state fair trade laws each 
have such a clause making non- 
signers as well as Fair Trade con- 
tracts signers responsible for main- 
taining minimum prices, but the 
Supreme Court pointed to the ab- 
sence of such a clause in the 
Federal Miller-Tydings statute. 

The House Inter-state & Foreign 
Commerce Committee, headed by 
Congressman Robert Crosser, Ohio, 
will hold hearings early in January 
on the McGuire Fair Trade bill, 
which has the backing of the retail 
drug trade. 

The McGuire bill would attempt 
to aid Fair Trade by amending the 
Federal Trade Commission Act. It 
would give punitive, penal powers 
to the Federal Trade Commission 
which this body never enjoyed be- 
fore. 

It is for this reason that the 
officers of the American Fair Trade 
Council say the McGuire bill is not 
desirable. They contend that there 
is perfect justification for the fair 
trade principle and therefore the 
Miller-Tydings itself should be 
amended to close the non-signer 
loophole. 

The House Judiciary Committee, 
headed by Congressman Emanuel 
Celler, New York, will also hold 
hearings on two other Fair Trade 
bills as well as another which would 
repeal the Miller-Tydings law. 

Congressman Celler, who is an 
avowed enemy of trusts or monopo- 
listic practices, believes that fair 
trade legislation comes within the 
purview of his Judiciary committee 
rather than the Inter-state and 
Foreign Commerce Committee. 
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New Leaflet Explains 
Fair Trade Measure 


A leaflet entitled “A Dozen 
Reasons Why Your Congressman 
Should Vote for Fair Trade” has 
been prepared by the Bureau of 
Education on Fair Trade, in con- 
nection with its program to pro- 
vide informational material to 
friends of fair trade presently 
engaged in developing public sup- 
port for the McGuire bill, H.R. 
5767. 


14% Rise in Sales 
For 10-Month Period 


For the second month, October 
retail hardware sales, on a season- 
ally adjusted basis were $241 mil- 
lion dollars. October sales last year, 
were $11 million less, on an ad- 
justed basis. 

The 10-month total of hardware 
store sales, ended in October were 
$2,465 million—$300 million more 
than hardware stores sold in the 
same period of 1950; a 14 pct in- 
crease. 

The monthly totals follow: 


Seasonally adjusted 
(add 000,000) 


1951 1950 1949 1948 





Jan. 279 195 204 206 
Feb. 272 197 200 204 
March 258 195 193 206 
April 240 198 197 211 
May 240 207 200 205 
June 235 220 196 £210 
July 226 #8241 195 210 
Aug. 288 247 187 #£4«®214 
Sept. 241 285 198 # £211 
Oct. 241 230 194 210 

2,465 2,165 1,959 2,087 
Nov. 224 190 203 
Dec. 245 193 204 





2,634 2,342 2,494 
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Sales of 
Hardware Wholesalers 
(Revised Series) 

(add 000,000) 

Month 1951 1950 1949 1948 
Jan. 218 120 130 147 
Feb. 196 124 125 149 
Mar. 215 157 159 177 
Apr. 184 147 147 182 
May 184 163 140 166 
June 174 171 143 168 
July 158193 s«126—Ss«C 
Aug. 180 233 ae i 
Sept. 175 205 160 180 
Oct. 205 209 159 186 

1,889 1,722 1,439 1,693 
Nov. 190 148 171 
Dec. 186 132 150 
Annual 
Total’ $2,098 $1,719 $2,014 
*Due to rounding, monthly figures 
do not necessarily add to annua 
totals. Source: Office of Business 
Economics, U. S. Dept. of Commerce. 











Retail Stocks Rise 
Less Than Normal 


Retail inventories were valued at 
$19,424 billion at the end of Octo- 
ber, a rise of $542 million during 
the month, reported the Commerce 
Dept. It stated that the rise was 
less than normal for the month. Of 
the increase, $368 million was ac- 
counted for by non-durable goods 
stores and durable goods stores 
were responsible for the balance. 

The department held that the rise 
in holdings of durables was only 
slightly below normal. However, the 
rise in soft goods inventories was 
$124 million below normal. 

Inventories of durable goods re- 
tailers were valued at $8.6 billion 
at the end of October, as against 
$8.5 billion at the end of September 
and $7.7 billion at the end of Oct., 
1950. 

Total business_ inventories 
amounted to $70.4 billion at the end 
of October, compared with $69.5 
billion a month earlier. 


Retail Trade Rose 
8% Over September 


Retail trade showed an 8 pct rise 
in October and at the end of the 
month was 3 pet higher than Octo- 
ber, 1950, reported the Census Bu- 
reau. Biggest increase was in liquor 
sales, which rose 74 pct during the 
month and were up 84 pct from the 
previous year. This was due to buy- 
ing in anticipation of the tax rise 
which went into effect November 1. 

The bureau reported that both 
household appliance store and radio 
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store sales were 22 pct below Octo- 
ber, 1950. Department store sales 
showed a moderate rise of 8 pct 
over October, 1950, and 11 pct over 
September. 


Slight Change Shown 
In Consumer Credit 


There was little change in the 
amount of consumer instalment 
credit outstanding during October, 
The total at the end of the month 
was $13,167 million, a rise of $4 
million above the amount at the end 
of September, The Federal Reserve 
Board reported. The figure was 
$222 million above the level of a 
year ago. 

Of the total instalment credit, 
$7,324 million represented sale 
credit, and $4,129 million was auto- 
mobile credit. 

Total consumer credit amounted 
to $19,528 million, a rise of $178 
million over the previous month. 
Charge accounts, amounting to 
$3,844 million at the end of October, 
were up $156 million for the month. 

Non-instalment credit totaled 
$6,361 million, a gain of $174 mil- 
lion over the previous month. 


itt 


You win every way with the 
amazing P & C Rocket-150 
Rotary Tool Merchandiser. 
In just 32” of counter 
space you have a complete 
tool department ... 150 of 
the fastest selling —most 
wanted hand tools. And 
every one of them carries 
the P&C Hex of quality 
— your assurance that 
you are selling the best 
tools money can buy. 


Act today — Increase your 
Hand Tool Business the 
P & C Rocket-150 way. Ask 
your distributor salesman to 
give you all the facts on this 
new sensation of the trade. 
If he hasn't all information 
you need, write direct. 
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Credit Man Warns Businessmen to Adopt 
Conservative Preparedness Plan for 1952 


Business was called on by Henry 
H. Heimann, executive vice presi- 
dent of the National Association of 
Credit Men, to adopt a “conserva- 
tive preparedness plan so as to be 
ready to meet the inevitable com- 
petition for orders that lies ahead.” 

“The end of the synthetic pros- 
perity, in which industry has oper- 
ated for so many months, may come 
sooner than is now anticipated,” he 
warned in his monthly business re- 
view and annual forcast of pros- 
pects for the new year. 

Among suggestions made by Mr. 
Heimann for inclusion in a_busi- 
ness preparedness plan for 1952 
were the following: 

“Avoid extravagances which may 
be difficult to eliminate when severe 
competition makes it necessary to 
cut operating costs to the bone. 
Avoid heavy debt for, with an in- 
creased demand for credit, as nor- 
mal times return, a heavy debt load 
might prove a nightmare. 

“In July or August resurvey your 
whole situation and get your busi- 
ness in shape for a possible storm. 


Happier Tool 
Customers 


Lower 





150 More Tool Profits 


Tool Handling 


Remember, if a change occurs in 
our government the period from 
November to January will be mildly 
deflationary. If there is no change, 
the government will go on spending 
but with no political urgency. In 
any event there will be a hesitancy.” 


Reorganize G.E. Supply 
Distributive Plan 


General Electric Supply Co., an- 
ticipating a greatly increased vol- 
ume of business for the electrical 
industry for the next three years, 
is revamping its organization to 
meet the expected heavier demand. 
Changes in the company include 
establishment of 11 new sales dis- 
tricts, over 70 new places of busi- 
ness and appointment of four re- 
gional vice presidents. It also has 
undertaken a large-scale, nation- 
wide office and warehouse building 
program. 

The expansion, according to 
Charles R. Pritchard, president, is 
based on the industry-wide belief 


“Swell” say Tool Customers. They 
like the handy convenience of the eye 
level, easy-to-get-at racks of the P & C 
Rocket-150. They like, too, the clearly 
marked prices, the complete assortment 
of sizes to select from, the reminder 
of tools needed for that coming job. 
Buying is more fun with P & C! 


“Profitable”’ say Hardware Deal- 
ers. From coast to coast the story is 
the same... faster turn over and more 
profits with the P & C Rocket-150. 
Only the fastest moving, most wanted 
tools ,are included in this eye-catching 
display that sells and sells and sells. 
Annual profits of $400, $500 and even 
$600 on an initial investment of but 
$229.50 are not unusual. There’s more 
money in P & C! 


“Cuts Costs’’say Canny Merchan- 
disers. The shadow markings behind 
each tool on the P & C Rocket-150 and 
the clearly indicated stock numbers 
save money on stock-taking... makes 
re-ordering quick and easy. You aren't 
loaded up with slow moving tools. 
Nor do you have stock frozen on inac- 
cessible, out-of-the-way racks. You 
make money easier with P & C! 


P&C Hand Forged Tool Co. 


Box 5926-A_ Portland 22, Oregon 
Cable Address: PANDCTOOL 






that the market for electrical appli- 
ances, radios, television and sup- 
plies of all kinds will be approxi- 
mately 50 pct larger in 1954 than in 
the record year 1950. 


Manufacturer Predicts 
Sufficient Appliances 


Denying reports of home appli- 
ance shortages, Alex M. Lewyt, 
president of Lewyt Corp., said there 
would be no critical shortage during 
the present defense-civilian econ- 
omy and that such a condition could 
only be brought about by an inter- 
national crisis. 

Most appliance manufacturers, he 
said, still have plenty of raw mate- 
rials in private stockpiles. These 
materials, plus allocations under the 
Controlled Materials Plan, should 
provide sufficient metals for produc- 
tion, he added. 

However, shortages of copper will 
compel many producers to concen- 
trate on one or two items in a line 
rather than turning out full lines of 
appliances, Mr. Lewyt continued. 
Many lower-priced appliances will 
be missing from the market before 
the end of the first quarter of next 
year, he forecast. 

So far as vacuum cleaners are 
concerned, he said that some com- 
panies, including his own, have 
maintained production, although 
output for the industry as a whole 
is off about 20 pct from a year ago. 
This has been accomplished, he said, 
by the use of alternate materials. 

The vacuum cleaner industry, ac- 
cording to Mr. Lewyt, has not yet 
fully recovered from the effects of 
the price war last summer. Prices 
for most cleaners, he stated, are 
still on a “what you can get” basis. 
He forecast that vacuum cleaners, 
while not in critical short supply, 
will be harder to get by the middle 
of the year than they have been in 
many years. Retail price softness 
will disappear as soon as output be- 
gins to drop, he felt. 


Latex Interior Paint 
Now on the Market 


American-Marietta Co. plans to 
market on a national scale a new 
latex interior paint developed by 
its research laboratories. The new 
product, to be sold under the name 
of Rev Satin, will be offered to 
consumers from coast to coast 
through dealers of the company’s 
paint divisions. 


The Home Freezer Is the Merchandising 
Phenomenon of the Future, Says Manufacturer 


After talking with distributors 
and dealers all over the country, 
all fall, Ben G. Sanderson, general 
sales manager of the Deepfreeze 
appliance division, Motor Products 
Corp., says he’s convinced that 
“more and more average Ameri- 
cans are going to gear their lives 
to ‘living out of a home freezer.’ ” 

Mr. Sanderson pointed out that 
there’s a car for virtually every 
one of America’s 42 million family 
units. They all have a couple of 
radios, and three out of every four 
families have a refrigerator. How- 
ever, he pointed out, only eight out 
of every 100 families have a home 
freezer, which is less than one in 
ten. 

“My hunch,” said Mr. Sanderson, 
“is that home freezers will be the 
merchandising phenomenon of the 
next decade. 

“Only one in three families had 
refrigeration 20 years ago, yet to- 
day close to 80 pct have electric re- 


frigeration,” he said, and pointed 
out that the home freezer market 
is now in the same strategic posi- 
tion that the refrigerator market 
was in during the early ’30’s. 

Less than three million families 
have a home freezer and at least 
20 million families have the money 
to buy one, he pointed out. 

“The only barrier I can see right 
now is the manufacturers’ inability 
to produce all the freezers people 
want, and that will work out all 
right, too,” he predicted. 

As a result of his tour, Mr. San- 
derson said he is convinced that 
trade is well on the way back to 
normal. Current inventories on ma- 
jor and traffic appliances are greatly 
reduced, he said. 

He said he feels that price cut- 
ting has reached its farthest ex- 
treme and a more balanced con- 
sumer-dealer situation should pre- 
vail from now on. 


Need for Non-ferrous Metals Greater Than 
For Steel, Says Laundry Equipment Maker 


Producers of household washers, 
dryers and ironers will do “pretty 
well” in the opening quarter of 
1952 to turn out 50 pct of the units 
they made in their base period, ac- 
cording to George P. Castner, presi- 
dent of the American Home Laun- 
dry Manufacturers’ Association and 
general manager of the Beam Mfg. 
Co., Webster City, Iowa. 

Steel, in Mr. Castner’s belief, will 
not be a controlling factor. “Steel 
allocations for the first quarter are 
close to the 58 pct of base set for 
our industry for the final quarter of 
1951,” he said. 

“With much greater restrictions 
on aluminum and copper for the 
first quarter, however, it will take 
quite a bit of juggling by everyone 
to match up those two metals with 
even 50 pct of our steel base.” 

In discussing the steel situation 
Mr. Castner pointed out that “al- 
though we are not going to be able 
to get desired mill shipments we 
will be able to obtain adequate sup- 
plies from conversion programs, 
warehouses and the gray market.” 

He added that the situation on 
steel, as of early December, had 
‘loosened up substantially, with 
plenty floating around in the gray 
market, much more than at the end 
of September. With greatly in- 


creased production of steel coming 
through, the critical position of 
copper and aluminum will control 
our industry’s whole manufacturing 
situation.” 

Mr. Castner emphasized the fact 
that the association’s members are 
“doing the best with what they’ve 
got” by utilizing alternate mate- 
rials, an example being plastics in- 
stead of aluminum in some applica- 
tions. 

Discussing the 1952 outlook in 
the home laundry appliance field 
for the months after the first quar- 
ter, Mr. Castner said: “As far as 
copper and aluminum are concerned 
we hope that the N. P. A. will not 
reduce them farther than they did 
for the first quarter. We don’t know, 
of course, what N. P. A. will im- 
pose for the remainder of 1952. 
Assuming that it doesn’t go too far 
on copper and aluminum, we can 
forecast that we will struggle along 
with production in the second and 
subsequent quarters amounting to 
about 50 pct of the base period.” 


Sales Head Sees Need 
For Hard Selling in "52 


“Every bit of business in 1952 
will be because of promotion, ” Mar- 
vin A. Allesee, vice president and 
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sales manager of Dormeyer Corp., 
told members of the Northwestern 
Chapter of Pi Alpha Mu, advertis- 
ing and journalism club. 

The final success of any manu- 
facturer, said Mr. Allesee, can be 
measured in the width of the selling 
counter between the retail clerk 
and the customer. He predicted that 
1952 would necessitate a return to 
hard selling methods. 


11% Rise Shown in 
Chain, Mail Order Sales 


October chain store and mail or- 
der house sales were estimated at 
$3 billion by the Commerce Dept., a 
rise of about 11 pet above a year 
ago. 

For durable goods stores October 
sales were put at $341 million as 
xwgainst $318 million in September 
and $361 million a year ago. The 
seasonally adjusted index of aver- 
age daily sales (1935-39 = 100) was 
3875 in October, 377 in September 
and 410 a year ago. 

For all chain and mail order 
houses, the October index was 379, 
September 373 and October, 1950, 
349. 

For building material stores, Oc- 
tober dollar sales were estimated at 
$116 million, September $105 mil- 
lion and October, 1950, $124 million. 
The index for the three periods was 
325, 321 and 362, respectively. 

Furniture and house furnishing 
chains had October sales of $49 mil- 
lion, compared with $46 million in 
the previous month and $54 million 
@ year ago. The index of average 
daily sales was 405 in October, 418 
in September and 468 a year earlier 

Automotive parts and accessories 
stores had October sales of $49 mil- 
lion, compared with $47 million in 
September and $42 million last year. 


Wholesale Sales Up, 


Inventories Unchanged 


Wholesalers’ sales totaled $10,098 
million in October, a 9 pct rise over 
September on a seasonally adjusted 


basis, estimated the Commerce 
Dept. Inventories were unchanged 
at $10,119 million. They compared 
with $8,858 million in October, 1950. 

Durable goods inventories 
amounted to $4,721 million, as 
against $4,792 million in September 
and $3,700 million a year ago. 

Wholesalers durable goods sales 
in October amounted to $3,103 mil- 
lion, as against $2,836 million in the 
previous month and $3,144 million 
a year ago. 


Home Owners Expected to Install More 
Hard Surface Floor Coverings in 1952 


Due to the sharp inroads which 
asphalt tile sales have made into the 
linoleum market in recent years, 
leading linoleum and viny] plastic 
floor covering producers are moving 
to recover some of the lost ground 
next year by pushing self-installed 
goods. Such a move is considered 
vital to the industry, although it 
means a revision of selling tech- 
niques at both wholesale and retail 
levels. 

Output of the asphalt tile indus- 
try soared to approximately 500 
million square feet in 1950, from 
400 million square feet in 1941. In- 
dustry leaders have forecast an- 
other 20 to 25 pct rise in 1952. 


Many retailers, especially those 
serving middle and lower income 
groups, are said to feel that self- 
installed goods will meet with con- 
siderable favor again next year. In 
order to tap this market, Congo- 
leum-Nairn, Inc., has announced a 
new consumer kit for home use re- 
tailing for $1.50. 

The hard surface floor covering 
industry generally is optimistic over 
the outlook for next year. It is held 
that while new residential construc- 
tion will decline next year, there 
will be a rise in renovation and re- 
decorating, both of which will pro- 
vide substantial demand for hard 
surface wares. 


Abolition of Price and Wage Controls Now 
Is Urged by U. S. Chamber of Commerce 


A call for the immediate abolition 
of price and wage controls in the 
public interest was issued by the 
Chamber of Commerce of the 
United States in connection with the 
publication of a report, “The Price 
of Price Controls,” prepared by its 
Economic Policy Committee. 

“Most prices are below ceilings 
now and price controls had nothing 
to do with that,” said Dr. Emerson 
P. Schmidt, the Chamber’s director 
of economic research. “The tighten- 
ing of our monetary and fiscal pol- 
icies caused the decline. OPS pencil 
pushers are pulling the ceilings 
down as prices slide downward.” 

“Price controls have never worked 
in the face of strong inflationary 
pressures. Today the pressures are 
off and there certainly is no need 
for them. A balanced federal budget 
and tight credit cohtrols can keep 
prices in line. Even if prices should 
start to rise again, a courageous 
Administration could use the pow- 
ers it now has to stop inflation by 
cutting less essential spending, tax- 
ing enough to cover necessary ex- 
penditures and tightening credit 
policies.” 

The Chamber’s report said that 
attempts to make regulations on a 
national level for commodities 
bought daily by millions of persons 
and produced by thousands of indi- 
vidual businesses result in rules and 
regulations which appear unreason- 
able in many cases. 

Attempts to correct price regula- 
tions in such cases result in still 
more involved and technical regula- 
tions which continually complicate 
the situation, it was added. 


The report also stated that price 
controls have never worked for any 
length of time because they work 
against traditional market forces 
of demand and supply, operating 
through a free competitive price 
mechanism. Price controls broke 
down at the end of World War II, 
the report declared. 

“Many persons still believe OPA 
was abolished too soon. But actu- 
ally, production in many critical 
lines was not only failing to rise in 
response to heavy demand, but was 
decreasing.” 


Manufacturers’ Stocks 
Rising at Slower Rate 


Manufacturers’ inventories again 
showed a rise during October but 
the rate of increase declined for the 
second straight month, the Com- 
merce Dept. reported. Stocks rose 
about $200 million, compared with 
a rise of $500 million in September. 

New orders and_  sales_ rose 
sharply during the month. Un- 
filled orders rose $100 million to $57 
million in October; they had 
dropped sharply in September after 
rising for two straight years. How- 
ever, the total at the end of the 
month was still $800 million under 
the August high. 

Sales of manufacturers amounted 
to $23.6 billion, as against $21.7 bil- 
lion in September, a more-than- 
seasonal rise. Durable goods ac- 
counted for $1.2 billion of the ad- 
vance. The boost in durables was 
9 pet above normal. 
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Sears, Roebuck Set 
Records in November 
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10 months 979,076,800 1,005,363.811 


Butler Brothers 
November $9,412,905 $10,356,236 
11 months 105,963,681 110,970,544 


F. W. Woolworth Co. 


November $60,542,506 $54,980,012 
11 months 569,900,720 520,601,685 


Western Auto Supply 


November $13,278,000 $12,041,000 
11 months 144,502,000 139,672,000 


New Packaged Flooring 
For Over-Counter Sale 


entry into low-priced floor cover- 
ing field of the Rubber Flooring 
Division of the American Biltrite 
Rubber Co., was announced with the 
introduction of a new combination 
rubber and plastic product called 
Amtico Plastex Rubber Flooring. 
The new product is claimed to com- 
bine desirable characteristics of 
both rubber and plastic. 

“Amtico Plastex,” said Robert G. 
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Manufacturers of Mastics for Structural Glass or Tile installa. 
@ons... Sealing Compounds...Glazing Compounds... Stove 
Butties. .. Roof Coatings... Industrial Paints and Finishes 


ials of Superi: 











* 8 


SALES INTO PROFITS 


» Z Ay, 
Shavou Bott. arnud Screu f Lo. 


BOSTON 10, MASS. 





ber they want, provided they con- 
tinue to restrict the amount of 
natural rubber used in each prod- 
uct. The ban on white sidewall 
tires will remain in effect, how- 
ever. 

Manufacturers have been lim- 
ited to 90 pct of their use of rub- 
ber before outbreak of the Korean 
war for making less essential 
goods, such as replacement tires, 
and 100 pect for all other products. 


Non-ferrous Scrap 
Recovery Drive Starts 


T. E. Veltfort, chairman of the 
Non-Ferrous Scrap Metals Mobili- 
zation Committee, announced on 
Dec. 12 final plans for the promo- 
tional program to recover non- 
ferrous metal scrap have been 
completed. The program will com- 
mence when an executive manager 
is appointed soon. 

Most of the funds necessary to 
initiate the program had _ been 
raised. 

“Prompt action is needed to off- 
set the critical shortages of non- 
ferrous scrap,” said Mr. Veltfort. 
“The particular need now is for 
copper, brass and bronze, alumi- 
num, lead, tin and zinc. Every 
plant and yard must be thoroughly 
combed to recover every pound of 
these critically needed materials,” 
he said. 


Water Systems Sales 
19% Higher in October 


Factory shipments of domestic 
water systems in October totaled 
53,000 units, valued at $5,300,000, 
according to the Bureau of Census, 
Dept. of Commerce. 

This represents an increase of 
19 pet both in number of units and 
in value of shipments over the pre- 
ceding month. 

Jet-pump systems accounted for 
63 pct of the number of units and 
64 pct of the value of shipments 
of all domestic water systems in 
October. 


Dept. Store Sales Up 
4% for the Year 


Department store sales in the 
United States were up 5 pct above 
a year ago in the week ended Dec. 1, 
the Federal Reserve Board re- 
ported. They gained 6 pct in the 
four weeks ended Dec. 1 and were 
4 pet over 1950 for the year to date. 


Toy Sales Reached 
All-time High This Year 


Toy sales for 195! are expected 
to top $330 million at manufac- 
turers’ values, an all-time high, 
and a 10 pct increase over 1950, 
estimated William A. Wenner, 
president of the Toy Manufactur- 
ers of the U.S.A. He said this in- 
crease would be registered in spite 
of inability of many manufactur- 
ers to fill reorders due to material 
shortages. 

He reported that many depart- 
ment stores which earlier were 
fearful of excessive inventory due 
to early buying found that they 
were running short of quality 
merchandise before the peak of 
Christmas buying and were un- 
able to get reorders filled. 

Mr. Wenner said that plastics 
were playing a bigger part than 
ever before in new toy designs. In 
spite of shortages of raw mate- 
rials, the volume of plastic toy 
sales in 1951 is expected to be be- 
tween $45 million and $50 million, 
manufacturers’ value, about 15 pct 
ahead of last year, he added. 


New Plastic Molding 


Material Announced 


A new glass fiber and plastic 
resin combination molding ma- 
terial, claimed to have a higher 
impact strength than any other 
plastic material, has been devel- 
oped by Libbey-Owens-Ford Glass 
Co. The material can be molded 
at high production rates by con- 
ventional plastic molding methods. 
Products in which there are an- 
ticipated uses of the material in- 
clude refrigerators, washing ma- 
chines, electrical switchgear and 
electronic devices. 


New Plastic Wheels 
For Roller Skates 


Hardware dealers may soon be 
selling skates equipped with a new 
plastic wheel which is said to take 
the noise and slip out of skating. 
Developed jointly by the U. S. 
Rubber Co. and Fo-Mac Enter- 
prises, Tulsa, Okla., the new wheel 
is made of Enrup, a thermosetting 
plastic. It is claimed that it will 
wear 50 pct longer than wood and 
25 pet longer than fiber. It also 
claimed for the new wheel that it 
will reduce the amount of noise at 
rinks by at least half. 
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Make an Extra Profit on 
Grainger’s Lower Prices 


SUMP PUMP 
PROFITS 


Are Biggest on 4 
Low-Priced Pump f 


The VALE Sump Pump 

gives you fast turn-over : 
and profits. No. 1P234 (il- 
lustrated) has features of 
high-priced pumps—yet 
lists for only $45.00. Your 
discounts are generous. 


Westinghouse 1/3 HP Mo- 
tor. Ball-bearing impeller 
shaft. Non-clogging bronze 
impeller. 2650 GPH at 5 ft. 
Long-life switch. 38” high. 
Rugged constructien. Won’t 
fail when needed. 


Immediate delivery from 
your nearby Grainger 
Warehouse — less 
than 24 hours away 
from you. Order a 
floor sample. 
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Merchandising Ideas 
Successful, proven 
merchandising 
ideas described by 
practical hardware 
dealers from all sec- 
tions of the nation, 
from farm areas and 
city areas, that’s 
what you get in the 
snecial feature arti- 
cles in each issue of 
HARDWARE 
AGE. 


Don’t miss reading 
these articles. 
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Contest to Promote 
Gas Water Heaters 


A survey reported by the Gas 
Appliance Manufacturers Associa- 
tion shows that 79.7 pct of all 
water heaters sold are distributed 
through plumber-dealer outlets. 

In an effort to increase sales of 
automatic gas water heaters next 
year, the Association will sponsor 
an industry-wide promotional cam- 
paign in February and March, 
based on the theme, “Ask Your 
Plumber-Dealer.” 

The campaign will be in the na- 
ture of a consumer guessing con- 
test. It will be featured and pro- 
moted by a special window display. 

Consumers are invited by a 
window display set up of an auto- 
matic gas water heater to guess 
how many hours, minutes and sec- 
onds the connected gas water 
heater can deliver hot water at the 
rate of flow of the connected gas 
water heater in the window. 


Heat Pump Introduced 
Commercially by G.E. 


First commercial shipment of a 
“heat pump” air conditioning unit 
was made by General Electric Co., 
from Bloomfield, N. J., afier more 
than 15 years of field testing. 

This unusual type of heating 
and cooling device operates on the 
same principle as an electric re- 
frigerator, except that the design 
cycle is reversed to provide heat 
instead of refrigeration when heat 
is required. It is adapted to both 
home and office use. The device is 
operated by electric energy. 

H. M. Brundage, manager of the 
G.E. air conditioning department, 
said that it is planned to manu- 
facture several hundred of the 
units on an assembly line basis for 
homes, stores and offices. 

It was noted that the device 
differs from other heat pumps in 
that it is a complete air-to-air unit 
that uses outside air as a source 
of heat. 


Need for 2!/2 Million 


Gas Ranges in 6 Mos. 


A total of 2,662,000 gas ranges 
will be needed by June 30, next, the 
Gas Appliance Manufacturers Asso- 
ciation estimated. Of this number, 
$2,152,000 would be replacements 
and 510,000 for new dwelling units. 


(Resume reading on page 15) 








ARMSTRONG BROS. 
Better PIPE TOOLS 


Ss : 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . - built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as l-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 

steel properly heat treated. They 

— cut rapidly and easily, hold their 
keen edge. 

Write tor \ 


Cateleg 
} 


ARMSTRONG BROS. TOOL CO. 
5214 W. ARMSTRONG AVENUE © Chicaco 30, ILL. 








Here is a new tool that handymen, smal! 
shops and service men buy on sight. A drop 
forged, heat treated, alloy steel, gear and 
wheel puller . . . that makes tough jobs easy 

. . that every household can afford. 

No. CD-70 Counter Display Carton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
52''; Reach 3''; Screw /2"' x 7°"). 

On your counter or in your window this dis- 
play carton will bring you extra sales and 

rofits. 
¥ Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 
5346 Northwest Highway, CHICAGO 30, U.S.A 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... .10 


Positions Wanted 
(Special Rate) set solid, maximum, 
WSU font -cdocdod acta eedacaend $2 
Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 








CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportenities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of merchandise, (literature 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for cemailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








NATIONALLY KNOWN 


BUILDERS HARDWARE 
MANUFACTURER 


SALES REPRESENTATIVES 

Experience in Builders Hardware 
preferred but not necessary. 

Real opportunity for advance- 
ment. 

Several territories open. 

Give full particulars in reply. 


Address Box A-398, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALES REPRESENTATIVES WANTED 


Well established distributor and manu- 
facturer has openings for sales repre- 
sentatives calling on lumber yards, 
hardware dealers and smaller contract 
hardware firms to handle line of cabi- 
net hardware, brass hardware, over- 
head garage door hardware and re- 
lated items of builders hardware. 
Protected territory. State territory now 
covered and lines handled in first letter. 


Address Box A-4i!, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good prospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Addrets Box 
A-351, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y. 











NATIONALLY KNOWN ESTABLISHED COMPANY 
HAS OPPORTUNITY 


for ambitious salesman, selling to wholesalers 
and mill supply distributors in New York City 
also traveling Middle Atlantic States. Write 
giving complete information in confidence to 
Box A-419, care of HARDWARE “ 
100 East 42nd Street, New York 17, N. Y. 














LOCKSET AND BUILDERS HARDWARE 
MANUFACTURER requires representation in 
Texas. Long established company, Willing to 
separate state in 3 territories. Give Builders 
Hardware experience in answering. Address 
Box A-420, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y 





SALESMEN WITH FOLLOWING IN RE 
TAIL hardware stores to represent small but 
fast growing, progressive N., Y. wholesale 
hardware jobber. Territory open in New Jersey. 
Full time or sideline. Address Box A-424, care 
of Harpware AcE, 100 East 42nd Street, New 
York 17, N. Y. 





WELL KNOWN LINE 
QUALITY PAINT BRUSHES 
DETROIT and MICHIGAN TERRITORY 
Applicant should have following among hard- 
ware, paint stores, jobbers, lumber dealers. 
Full time or sideline. Big. opportunity. Draw- 

ing against liberal commission. 
Address Box A-427, care of HARDWARE at 
100 East 42nd Street, New York 17, N. Y 














SALES REPRESENTATIVE FOR FLORIDA. 
Well established light hardware manufacturer 
wants young man to call on hardware dealers 
and lumber dealers in state of Florida to promote 
sales through jobbers. Prefer man now calling 
on trade with one or two non- competitive lines. 
Attractive commission arrangement. Write in 
complete confidence advising age, territory now 
covered, how often you cover it, and lines you 
now carry. Address Box A-426, c/o HarDWARE 
om 100 East 42nd St., New York 17, New 
York. 








Start the New Year Right 


by taking on a FAST MOVING volume line 
of plumbing goods to sell to the retail hard- 
ware trade, plumbers and lumber yards, for 
well known, long established firm. Many choice 
territories open. Send reply in detail. Side 
line—commission. 
Address Box A-421, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











94 





STAINLESS FLATWARE SALESMEN 
WANTED FOR Eastern Pennsylania, South New 
Jersey, Delaware territory; also for metrepolitan 
New York territory, by one of the oldest and 
best known manufacturers of stainless steel flat- 
ware who are rearranging these territories. Must 
have following with housewares and hardware 
jobbers, house to house direct selling organiza- 
tions, department stores, premium users, etc. 
major, nationally advertised line, with established 
accounts in these 100% protected territories. 
Liberal commission arrangement. Address Box 
A-423, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. 





DISTRIBUTORS AND REPRESENTA- 
TIVES WANTED FOR CHEVRONS, amazing 
new wood fastener now stocked by thousands 
of hardware and building materials dealers. 
Beautifully packaged with model for point-of- 
sale display. Now in second year. A _ steady 
repeater. Nationally advertised. Numerous choice 
territories still open. E. Packard Co., Inc. 
— 139 Cedar Street, New York 6, 





REPRESENTATIVES WANTED IN TER- 
RITORY west of the Mississippi, Louisiana 
and Florida on authentic Colonial line of wrought 
iron hardware to be sold to hardware and lum 
trade on a commission basis. Address Box A-396, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, ¥. 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH MANUFACTURER has open 
territories for successful sales producer. Prefer 
men now calling on paint, hardware, lumber deal- 
ers and industrials. Drawing account against 
good commissions. Will also consider side line 
man or manufacturers’ agents. Address Box A- 
382, care of FlarpDware AGz, 100 East 42nd Street, 
New York 17, N. Y. 





ONE OF NEW YORR’S FASTEST GROW- 
ING Hardware Jobbers, enjoying a fine reputa- 
tion and offering nationally advertised lines, has 
a few openings for established salesmen with a 
following. Here is an excellent gong hn 
immediate and large earnings in your own 
politan territory. Commission. BELF eTustic. 
23 Park Place, New York 7, New York. 





Business Opportunities 





HARDWARE, PAINT, HOUSEWARE, 
ELECTRICAL AND SMALL PLUMBING 
SUPPLIES, established over 25 years, steady 
neighborhood trade same block Market Basket, 
drug store, bakery, etc. Large parking lot, store 
40 x 75 with two front entrances. Low rent. 
Clean stock at invoice $26,000 plus modern new 
fixtures, gross $57,000 which could be increased 
with aggressive management. 54 new homes now 
building short distance from store. Address 
Roghart, 190 Grand View Street, Pasadena 3, 
California. 





FOR SALE: HARDWARE AND FURNI.- 
TURE STORE, established 40 years, doing good 
business in growing community, wonderful cli- 
mate. Paints, sporting goods, housewares. Can 
have popular line appliances and linoleum if you 
act now. Inventory plus fixtures approximately 
$30,000. Must see to appreciate, rite owner 
Willis Short, Box 326, Ramona (San Diego Co.), 
California. 





Aggressive hardware, plumbing, ums elec- 
trical. Arkansas Ozarks, between kes Norfolk 
and Bull Shoals. Clean stock, dace location 
County seat square. Attractive lease; small effi- 
cient staff; profitable business. Invoice or walk- 
out. Good place to live; sportman’s paradise. 
$25 to $30, 000.00 needed. ox 97, Mountain 
Home, Arkansas. 
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JOBBERS, WHOLESALERS, RETAILERS 


LIMITED QUANTITY—Because of materials used 
in this product, there will not be a continued 
supply. 
Brass, Aluminum and Bronze Typhoon Lawn 
Sprinklers. 
The Typhcon Lawn Sprinkier is made of Brass 
ad Aluminum with Bronze bushings—material 
no longer available for consumer use. While 
they last— 
eS 
if aa 
4 See 
100 gross 


F.0.B. Factory 


GORHAM’S Box 610 Springfield, Illinois 











AVAILABLE FOR LEASE— 
IMMEDIATE OCCUPANCY 


Downtown Los Angeles on South Broadway 
across street from world's largest Newberry 
store; brick building of five floors above ground 
floor and basement. Ground floor space if 
desired. Total area 36,000 sq. ft. excluding 
ground floor. Equipped with both freight and 
passenger elevators. Location ideal for many 
types wholesale distributing, retail furniture 
and house furnishings. Excellent long term lease 
can be made by right party. If interested, 
please contact us at once. Address Box A413, 
care of Hardware Age, 100 East 42nd St., 
New York 17, N. Y. 











Bewildered ? ? 


o »« «A RE 4 4 4s 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


issue 


dealers. 
feature in each 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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AGGRESSIVE MEN! 


Opportunity for advancement or to own 
your own store with expanding national 
chain of Jim Brown Town & Country 
Stores. Openings for Store or Department 
Managers in Hardware, Building Materi- | 
als, Fencing, Farm and Garden Equipment. 
etc. Write fully to Public Relations Man- 
ager, Jim Brown Stores, Inc., 414 Jim 
Brown Building, Cleveland 3, Ohio, 














HARDWARE SALESMAN, EXPERI- 
ENCED, AGGRESSIVE, FOLLOWING in 
architectural wood workers, builders and spe- 
cialty hardware. Salary and drawing com- 
mensurate with earnings. Address Box A-401, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N, Y. 








RELIABLE MAN 


Opening in Chicago for man with some 
General Hardware and Supply buying ex- 
perience. Good opportunity for advance- 
ment. 


Address Box A-377, care of nenouees pe 
100 East 42nd Street, New York 17, N 











ATTENTION— 
MANUFACTURERS 
WHO WANT ORDERS 


Well rated sales organization covering United 
States with thirty salesmen is seeking manufac- 
turers of products that can be sold to Florists, 
Department Stores, Furniture Stores and Gift 
Shops. We want exclusive sales rights. Can 
produce volume sales immediately. We carry 
the accounts and remit to manufacturer twice 
per month. If you make a good product and 
can use a top-notch sales organization with- 
out a penny cost to you, write full details 
about your line to Box A-425. Hardware Age. 

















NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 








MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Mas 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade 
When writing, you may state all particulars i» 
complete confidence. Address Box A-178, care of 
Harpwarg Acz, 100 East 42nd Street, New Yori 
a me < 





Positions Wanted 





NEW YORK CITY RETIRED MAN, broad 
hardware experience, eager to re-engage to work 
part or full time. Personable, educated, able 
No project too large and none too small for care 
ful consideration. Can I be useful to you? Ad 
dress Box A-274, care of Harapware Acz, 100 
East 42nd Street, New York 17, N. Y. 








NEW YORK STATE. ESTABLISHED 
MANUFACTURERS’ REPRESENTATIVE 
travelling all of New York State, except New 
York City, with 2 men and office in Central New 
York State now selling limited lines to Electrical 
Supply, Appliances Hardware, Houseware, Res- 
taurant Supply and Paper Distributors offers 
sound representation to manufacturers of high 
grade electrical supply equipment, hardware or 
houseware items. Address Box A-374, care of 
Harpware AcE, 100 East 42nd Street, New York 
i. M.. F, 





SALES REPRESENTATIVE, WITH EX- 
CELLENT REPUTATION and_ experience, 
seeks volume items for sale to major hardware 
dealers, marine and mill supply trade in the 
state of Virginia. Have very good following. 
Address Box A-410, care of Harpware Acez, 100 
East 42nd $treet, New York 17, N. Y. 





EXPERIENCED SALESMAN IN CALI- 
FORNIA DESIRES exclusive and permanent 
representation with reliable concern. Have con- 
tacts with hardware jobbers and dealers; also 
experienced selling to industrial and road con- 
tractors. Very conscientious, hard worker and 
strictly honest. Married, own home and car. 
Please address Box A-399, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





HARDWARE, HOUSEWARES MAN, 22, 
COLLEGE GRADUATE, draft deferred, 5 years 
retail and wholesale experience, desires position 
with wholesaler as assistant to executive, buyers 
assistant, expediter or salesman. New York met- 
ropolitan area preferred. Reference on request. 
Address Box A-416, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





NEW LIFE IN YOUR STORE. The 37 year 
old manager of a successful hardware store, as 
a partner, will give owner of some store located 
in Eastern United States, the benefit of his per- 
sonality and experience. Rates high as leader in 
his community. Will consider managership with 
opportunity of partnership later. Address Box 
A-417, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
FOR PAINT BRUSHES in Michigan, calling 
on Paint, Hardware, Department Stores for past 
20 years, desires allied line representing manu- 
facturers only. Have 750 established accounts 
which are covered every 60 days. Address Box 
A-422, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N 


MANUFACTURER’S REPRESENTATIVE, 
ESTABLISHED 15 YEARS, covering Connecti 
cut, Rhode Island, Massachusetts, Maine, New 
Hampshire and Vermont, selling to the wholesale 
and retail hardware trade, desires good staple 
line, prefer name brands. Address Box A-418, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





LINES WANTED. MAN WITH GOOD 
FOLLOWING among hardware stores, builders 
supply houses, lumber yards and manufacturers 
is open for a major or side line. Covers Balti- 
more, Washington and surrounding territory. 
Can furnish the best of references. Address Box 
A-415, care of HarpwareE Ace, 100 East 42nd 
Street, New York 17, N. Y. 
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Bt PAYS 
to install HELLER 


STORE FIXTURES 


The lowest priced, highest quality 


interchangeable store fixtures availa 


today for huge catalog NEM SIZ | 


a OFM os | ol od. 2 @@) 1 - 
Montpelier, Ohio 








ACE HOMEMAKER GIFT SET 


| | Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime 
Guarantee 





' Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pleces beautifully 
packaged in Gift Bex. 


_ SEND FOR CATALOG PAGES 

Hen $4493 

Price List. 
Set No. 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 
































SLIDING DOOR HARDWARE 





When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 


Inclosed track @ brackets © hangers @ handles © guide rolls 
guides © stops @ binders © chafe strips © bolts © hinges 
For full information send for Catalog #200 


COBURN PRODUCTS [IF] 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP, 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal, 





KILGORE'S 


No. 205 








GRIZZLY 6-SHOOTER ee 
. . - A Big Value At $2.00 "*SWING-OUT" 
Cylinder 





Youngsters really go for this big, 
beautiful Kilgore original because it’s 
absolute tops in play-time realism. 
Actual size 105%” long. Has realistic 
6-shooter action using Kilgore’s 6- 
shot Disc Caps . . . cylinder “swings- 
out” to load like a real revolver. 
Western design, handsome “engraving” 
and deeply embossed black plastic 
grips are added features with strong 
appeal. Beautiful “Silver” finish. A 
big value that’s easy on Dad’s pocket- 
book at $2.00 retail. 


KILGORE. INC. WESTERVILLE, OHIO 








Your most profitable staple... ——= 


The original PLATT 
ADJUSTABLE 
FINGER GRIP 


(Patented) 


> 6 outstanding "= 
selling features 











Millions in use for holding: 


V All type of tools—in home and - 1—Adjusted in a jiffy. 
factory 4 4 2—Finished in plated spring 

V Kitchen utensils 1 steel. 

V Sporting equipment t a ae 

V Laboratory test tubes t ade in 3 popular sizes 

V Brushes and brooms t 4—Handsome, self-selling dis- 

V Garden tools j ” play boxes. 

V Rubber stamps # 5—Made of spring steel .. . 

V and hundreds of others ; holds shape permanently. 

See your jobber or write sg 6—Nationally advertised. 


ARTHUR I. PLATT CO., Fairfield, Conn. 





meee’ a . “Bae ° " 
Auger bits | Midway Mirbrite Bits 

for every (pregerized by atl 
purpose = who want thebest! 





Hx "F a Standard auger bits 


17 sizes (446” to 24/j6") 


Auger bits for 
electric drills 
je” to 12/46" 




















*Mircor Bright 
¢ 
Vdway Sales Office and Factory 
THE MIDWAY TOOL%CO. INC Melvin, Ohio 











Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
DIGEST which appears in every issue of HARDWARE 
AGE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
po fm Hits 





LEC orn 
sc cm SYOME-UTI UTI fE-UTILITY 
POLISHERS TOOL KITS 
BENCH STANDS 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 












CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles. 


Site | fon free pfelelR Bie) Bat las.) i, | 


Hand Tool Quick 


Reference File > GRE. NLEE 


re as - 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


The Bradson INSECT-O-GUN 


EASIER, better way to spray 


INSECTICIDES » FUNGICIDES 
and WEED KILLERS 


Sprays BOTH Liquids and Powders 


Suction hole 5 times as large as 
ordinary sprayers makes it prac- 
tically IMPOSSIBLE TO CLOG! 
No trigger to squeeze — water 
pressure operates control valve. 


$595 


Order now from your jobber, or write direct 
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GOES ON 
GARDEN HOSE 
The Bradson ©. 10903 Chandler Bivd., No. Hollywood, Calif. 











BUILDERS’ HARDWARE 


The diversified line that comprises 
practicaliy every requirement of the 
building trade. Each product is designed and manufac- 
tured with care and precision to assure your trade the 
ultimate in service conveniences. 

Profit from the fine prestige created for this hardware 
line during its 50 years of service to the trade. 


SO Frurrarva MANUFACTURING CO. 


The buying 
preference for 
| DESIGN | 
| CONSTRUCTION) 













Sterling 
Illinois 








CONGRESS SHEAVES and V-BELTS 


@ Precision built. Soundly engi- —_—\ \ 
neered. Widely used as original equip- : —— \ \ 
ment by hundreds of the largest a on \ a / 
manufacturers of such appliances as » 4 as i {en 
washing machines, dryers, laundry a Oe mem \ ce ae 
equipment and air conditioning in- ° \e \ jaiaee 
stallations. ) RECOGNIZED 
@ Congress FHP pulleys are available \ J WHOLESALERS 


in attractive 3-color individual boxes, — orga 


with pulley outside diameter and \ pee a 
bore size plainly marked. Simplifies re The tape with the yellow core 
storing—selling. made by OKONITE 


immediate Delivery — From Stock Ask Your Jobber and fli fot Kitt WY Mitte. 


WRITE for CATALOG 


om ») ) 
CONGRESS °.’ DRIVES 12 anther ong Dragon 


3750 E. OUTER DRIVE, DETROIT 34, MICH. friction and rubber tapes 

















ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
Nationally Advertised Products ke 

gore planes ° 
wood chisels * ek 9° 


ig jock plone’ * 
Mitr ro s* 
© saws were? orive’ moot™ plane 


GREAT NECK SAW MFRS., INC. oe ent putty unives * 


MINEOLA, NEW YORK 


«++ for the stars in our line 
see your jobber 











woes 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 











GENUINE - iL N One Set in a 
ORIGINAL DOMES 0 S E CE “bea 
SELL ON SIGHT whenthese attention-compelling con- ~ - 
tainers, box or card are displayed on counters. Genuine DOMES 4%” %”'%" % 

ay OF SILENCE glide softly, silently, smoothly 

12 Cards tn « box. over all flooring; saves floors and furniture For 

pvr Ya" Wig? years the favorite with houseowners and furniture 

 %" manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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